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People Still Want Things 


Tre present situation of 


industry is somewhat as follows: There is no lack of 
actual things, the raw materials of production, for they 
are in existence and procurable in abundance, not only 
in this country but all over the world. There is no lack 
of hands to convert them into articles required for hu- 
man use. 

The ability to convert them into articles of human 
use itself presents no problem, for there is no lack of 
machinery. Machinery is capable of a far greater out- 
put than is needed to supply our essential requirements. 
All the physical conditions now exist for a degree of 
production which should place the whole population of 
the country (so favored by nature and fortune) entirely 
beyond the reach of want or destitution, and yet we are 
facing a period that is far from attaining this modest 
ideal. 

Not in a quarter century has unemployment been as 
widespread both here and abroad. The problem of un- 
employment is unusually acute. It is a chronic disease 
of the industrial organism ; it brings to civilization a new 
burden and a new enigma. 

Here we find millions of people whose wants are un- 
satisfied, millions of people who have idle hours to ex- 
change for wanted goods. 

Here we have many willing hands without the ma- 
chinery of production and distribution, to bring in the 
dollars needed for their exchange into commodities. 
The existence side by side of, in the first place, unsatis- 
fied wants, and on the other side involuntary idleness, 
indicates some grave defect in our social organization. 

The best minds of the country are now centered on 
this problem. Economists believe that the wastes which 
have grown naturally into our economic system are the 
product of ignorance, and they can only be corrected by 
cooperative action. Hoover asks for investigation and 
information. He also asks for conference of the pro- 
ducer and the distributor and the consumer, to estab- 
lish fundamental principles that will bring about a 
greater stability of business and a sounder foundation 
for the entire business fabric. What he has in mind 


is an economic laboratory—something that will discuss 


both the theory and the practice of the exchange of 
men’s time for other men’s products. 

One thing we have learned, and that is that an indi- 
vidual is born into a family and cannot separate him- 
self from his family obligations. Any man in busi- 
ness is within the family of that industry, and cannot 
very well separate himself from it. Also, any single 
industry lives not by itself alone, for it cannot separate 
itself from the economic family within the nation. 
Also, it is growingly apparent that a nation is not by 
itself an individual organism, but rather a member of 
the family of nations. 

World problems are more economic than political, 
more inter-related by trade than by blood, habit, or 
sentiment. The entire world is in the same boat. The 
entire world shows no lack of materials that can be con- 
verted into articles required for human use. 


| F the entire world 


there is no lack of hands to convert them into articles 
required for human use. Gradually, in every part of 
the world, modern and efficient machinery is being em- 
ployed to fashion these articles. 

The world over there are people whose wants are 
unsatisfied. They have a hunger and desire for the 
goods of commerce. Just at this time the same condi- 
tions of unemployment seem to be international with 
but one or two National exceptions. Certainly, the time 
is ripe for some sort of an economic theory that will 
permit wanted goods to be made by willing hands, so 
that the normal process, making, distributing and using 
articles of all sorts, may continue. We have found many 
of the solutions of production problems, we are learn- 
ing to solve some of the problems of distribution, the 
next great undertaking is to solve an economic balance 
of the two with such elimination of waste as will make 
a possible profit to all engaged. 
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Brown and Green Stand Out 


of the current 
footwear and Xe 
a forecast for 

the coming season 


Illustration at the top 
shows a black antelope 
pump with pink trim 
seen at the Polo de 
Bagatelle 


Tie difference between 
New York and Paris styles is a subtle one, too 
subtle to be explained. It must be seen to be 
understood. I think the real difference is not 
in the dresses and hats, but rather in the ac- Above, a black kid 
cessories. Parisian women know how to keep pump with red kid 
their wardrobes up to date by changing the trim shown by 
hats, shoes and gloves, bags and jewelry with Celia in The Place 
fashion’s latest whim, and so they appear to Vendome Shop 
be more chic than their richer and more ex- 
travagant sisters from across the seas. 
The most noticeable recent change in shoes is the trend toward colored 
heels. All white pumps had bright green heels, red heels, bright blue, 
yellow and a reddish purple, or the classic black. Black satin pumps, worn 
with some lovely printed chiffons, had tiny binding around the throat in a 
bright color to match the flowers in the chiffon, and colored heels. _ There 
were bows of kid in two colors on many of the pumps. 
Navy blue kid is trimmed with shank-throat band, a second vamp-throat 
band giving an open buckle effect, and throat border of light blue kid; light 
blue heels. This shoe, really a pump, was worn with a printed blue and 
white chiffon dress and coat and a dark blue hat trimmed with light blue. P 
All colored kid shoes seen during the Grande Semaine were trimmed The navy blue - 
with the same kid in a lighter shade. The sports shoe, called the spectators’ light biue i 4 "om 
shoes in America, are of antelope or kid in white, and lightly trimmed with illustrated above 
black kid, navy blue, bottle green or the usual tan calf. The colored kid is was sketched at 
simply stitched, perforations seeming to be passé. The illustration shows Auteuil 
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By 
MARQUISE 
VAHDAH 
DE BONIS 


A black crepe de chine 

cross strap sandal seen 

at the Polo de Bagatelle 
is illustrated above 


the type. This sports shoe was worn by the 
Countess Sanjust, at Chantilly races, Chantilly 
being a country resort sports clothes are in 
order, and were worn there by the ultra-chic 
women. 


Above is a dark 
emerald green kid 
pump with light 
green trim seen at 
the Drags, Auteuil 


Daessy shoes have 


the usual high cavalier or spike heels, but 
the French heels are much lower and more 
substantial than those I found in New York. 
According to the colors worn during the past weeks of elegance, there is 
every indication of green, in all shades from bottle to pale nile, being the 


grand mode for the coming autumn and winter. A russet brown and a rose 
beige are being much heralded. Antelope is to be the dressy afternoon shoe 


material, and velvet will most certainly be used for evening, late afternoon as 


The illustration 
above shows a black 
patent leather and 
red kid tongue pat- 
tern sketched at 
Auteuil 
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well. This indication is given because of the grand mode for velvet and felt 
with fur. Tweeds, broadcloth and soft finishes share the popular acceptance, 
and, of course, velvet in dress materials. 

Other shoes seen at Bagatelle were black antelope pumps with pink kid 
incrustations around the entire throat, ending on the outside shank in a 
curlyque; pink heels. This shoe was worn with a pink crépe de chine suit, 
black, pink-trimmed hat, black bag, and black and pink jewelry. There was 
one special type of sandal, in black crépe de chine, worn with printed chiffon 
frocks. Naturally, the chiffon had a black ground. This was an open shank 

[TURN TO PAGE 58, PLEASE] 
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Modernism 
New Daniel Neal Establishment 


omehow one thinks 
of dignity and the things that are solid and sub- 
stantial in connection with an English retail estab- 
lishment more than of the rather extreme and 
sometimes exaggerated attributes of the so-called 
modernistic trend in merchandising. Perhaps it is 
entirely possible to be dignified, substantial and 
at the same time modernistic, and possibly Daniel 
Neal & Sons, Ltd., have succeeded in reconciling 
the two viewpoints in their new shop at 3-7 Port- 


Above: Artistically designed stairway 
leading to basement and first floor 
of the beautiful new store of Daniel 
Neal & Sons, Limited, in London 


Above: The Ladies’ Fashion Salcn. 

Pillars and walls are of burnished 

silver, lightly tinted in blue, shading 

away toward the ceilings, which are 
in white 


Left: The children’s department, a 
very important factor in the Daniel 
Neal business 
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London Store 


Reflects Latest Ideas in Merchandising, Fixtures and Decoration 


ment 


hoyeng man Square, London. In any event, as the 
il estab- accompanying illustrations show, they have 
me and contrived to develop an institution that is 
0-called singularly artistic and at the same time mar- 
aps it is velously efficient. 

ial and The pictures tell their own story of the 
; Dania magnitude and beauty of this store better 
onciling than words could possibly tell it. They dem- 
7 Port- onstrate how the modernistic note has been 


carried out through the various departments 
and sections without introducing anything 
that savors of jazz or cheapness. 

One can imagine that a store like this 
will be just as attractive and appealing a 
decade or even a quarter of a century from 
now as it’ is today. And that, by the way, 
is a good test for any merchant to apply 
when he is planning a new decorative treat- 
ment for his store. Will it be as appealing 
to his clientele one, two or five years hence 
as it is at the moment? Few stores can 


[TURN TO PAGE 62, PLEASE] | 


Above: Hosiery and glove 
department in Daniel 
Neal store 


Left: Men’s shoe section. 
Note X-Ray fitting ma- 


chine at the right and 

‘in manner in which shoes 

ng are displayed about the 

department in conjunc- 
tion with accessories 

niel 
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A common, mental picture 
of the one man shoe store. A rather discouraged indi- 


vidual, sitting in the midst of a cluttered shop. For 
some reason the owner is ever sitting, even if he is always 
“busy.” He is “Andy” without the guiding influence of 
“Amos,” always about to do something, but never 
actually accomplishing the deed. The thought that he is 
a slave to the narrow idea that he is all-important, and 
that no other person can do his work, is perhaps the 
greatest millstone around his neck. 

Business is either bad or worse. Customers are tough 
for “they always want some crazy thing, or get mad 
because I happen to be out of what they want,” etc., etc. 

Enough of this. Let’s get out in the sparkling sun- 
shine for a trip to one of those friendly New England 
towns. Up north of Boston is the old town of Andover, 
Mass., a small town with an atmosphere distinctly 
academic—one of those restful places where the elm 
trees which line the broad streets nearly meet high up in 
the middle of the road. 

A hundred and fifty years ago Phillips Academy, now 
a boys’ prep school—was originally established as a theo- 
logical college. It is said that the reason for starting 


The Case the 


Has It a Future, or Only a Past? The 


y 
HARRY R. TERHUNE 
Field Editor 


The inviting front of The 
Family Shoe Store, Andover, 
Massachusetts. 


the girls’ Abbott Academy in the same town was to 
provide the young ministers with suitable wives. Maybe 
—but they are pretty strict with the girls. None are 
allowed on the street after 5 o’clock, no speaking to the 
boys, no wearing of heels over an inch and one-hali 
high, and so on. 

This description is needed to get the background for 
The Family Shoe Store. 

That appellation has a real meaning. It is a family 
shoe store in the true sense of the word. It has been ever 
since Harry Hyland started it eighteen years ago. He 
was a young chap then. He is young today. His out- 
look on life is broad. His business creed is “Satisfying 
a customer is of more importance than monetary gain.” 
This glimpse reveals the significant depth the owner 
attaches to the name over his door. 

This is no pastoral idyl. Andover is three miles 
from Lawrence, with its large family shoe stores, its 
small family shoe stores, its department stores and its 
popular-priced chain stores. An hour and a half only is 
required to drive to Boston, with all the allurements of 
big city shops. 

So—with the popular-priced trade going to Lawrence, 
and the better trade going to both Lawrence and Boston, 
competition is surely tough for the small town shop- 
keeper. To get the boys’ trade in Andover means hav- 
ing long-winded charge accounts. Then the rear of the 
store must be turned into a boys’ club room. Abbott 


‘girls are not even allowed to enter such a store, so the 


girls’ trade is out. 

When the superiority complex of the college faculty 
has been overcome so that they begin to inquire about 
the Hyland babies, the Hyland garden, then The Family 
Shoe Store begins to function. Even if the faculty 
families are inclined to be “snooty” at first, they are real 


. folks under the skin. 


Among the home owners or salaried class are found 
the loyal, steady customers of the store. Hyland is iully 
alive to the knowledge that to deserve and retain this 
continued support, his store must always have a present- 
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able appearance, his stock must be representative of 
current trends and his own mind in tune with the times. 
A store of this character cannot hope to compete with 
the big city “special prices,” lavish displays, or high style 
atmosphere. So long as it carries a well-balanced line 
of presentable merchandise, having a medium style ap- 
peal along with its chief stock in trade—the personality 
of the one in charge—then it can hope to supply the 
necessary livelihood for a moderate living family. 


Service is the 


foundation upon which the entire structure of this busi- 
ness rests. People of the middle class are keenly appre- 
ciative of this service. True, the store’s entertainment 
features use up a lot of time, with intimate discourses on 
babies, lodge affairs, coming weddings and the hundred 
and one things that go to make up good conversations 
between folks having a kindred interest. 

Honest to goodness Personal Service in a small town 
develops into real business friendship, for not only is 
the owner interested in his trade, but the trade is 
genuinely interested in the owner. Last winter a severe 
cold kept Hyland at home for a week, yet this one man 
business did not suffer a whit from his absence. Reserve 
forces in the shape of trained extra help stepped into 
the breach. Even if they could not find things quickly, 
it did not matter, for a friendly understanding of the 
situation bred patience. 

Personal service is never allowed to gain the upper 
kand to such an extent that it ruins the business. Per- 
sonal service as Hyland interprets it means that the dig- 
nity and self-respect of the owner are not sacrificed by 
kowtowing to individuals of supposed importance. It 
is an honest, sincere endeavor to be of service, in a 
face-to-face, man-to-man fashion. 

Along this’ theme comes a phase that has hurt many 
a store built on personality—that of making special 
prices to special friends. One price not only to every 
one, but one price way through the selling season is the 
unbreakable rule. Prices cannot be juggled in a small 
town. 

Ten a. m. is “Coffee Hour.” Every one knows Harry 
goes across the street at that hour for his second break- 
fast. Much good-natured joshing comes to him from 
the customer who happens along at this moment. The 
customer does some other errands—then always comes 
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ONE MAN Store 


_ Answer Depends Mostly on Where, Who and 
How—Anyway Here's the Story of a One Man 
Store With a Very Prosperous Present. 


A home-made display case that sells many pairs of 

hose and slippers as well as a goodly amount ot 

findings. Sport shoes, hose and accessories are to 
the fore at present. 


back in the next few minutes. “Morning Coffee” is 
an open secret. The fact that it is indulged in causes 
the trade to respect the owner rather than to be peeved 
because he was not in all the while. 

Closing at noon is another symptom of independence 
that commands the respect of the store’s customers. 
Should Harry overstay his lunch time a few minutes, 
then to find a waiting customer, the explanation that 
the garden needed some extra work, or whatever the 
real excuse may be, is always accepted as a satisfactory 
one. They understand, you see. Without exception, 
the trade adapts its time to the regular hours of the 
store. They may dash in at 11.55 on some Wednesday, 
but they seldom ever come in at 12.10 or 6.10, expect- 
ing to be served. 

Note in the “Daily Time Table” where thirty min- 
utes is given to “stock book and other bookkeeping de- 
tails.” These records supply the vital knowledge by 
which the store operates properly. Let the owner be the 
most kindly soul, the best salesman, a fine public-spirited 
individual, or the personification of an ideal good fel- 
low—unless the stock on his shelves is in keeping with 
the needs of his community—he had best fold his tent 
very quietly some night and slip into the shadow. 

Pair records are kept by the day, month, quarter and 
year. Buying is based on an absolute budget. So many 

[TURN TO PAGE 64, PLEASE] 


next trim in advance saves the store from being 
upset for any great length of time. 


— 
A corner of the workroom. Display fixtures were be 
being arranged for the next trim. Working out the 
23 
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In Merchant Service 
Since 1882 


First Index of Rises 


HE gradual decline in commodity prices has been 

much accelerated by the economic conditions of 
the last eight months, until today we stand at what 
may prove to be the very bottom. 

Have we reached the point where in business there 
is no profit to be had—in the making of materials go- 
ing into shoes, in the assembling of those materials into 
footwear, and in their sale over the fitting stool in the 
retail store? 

When we reach that zero hour, when there is no 
profit, then comes the period when a rise in price of 
any one commodity will definitely affect all retail prices. 

As the situation is now, with the great demand for 
black kid stock, the price of that commodity may advance 
sharply. For example, one grade BLM selling in 1926 
at 49c. progressed along through July, 1928, at 50c., 


July, 1929, at 60c., and now stands in July, 1928, at 50c., 
That rise in price is an economic fact. It cannot be 


pushed down. 

What can a manufacturer do when he faces an im- 
movable price for one part of his raw material? The 
only thing that he can do is to bear the price down in 
some other commodity, that is in a weakened condition. 
But can he bear the total shoe cost down 16c. ? Obviously, 
that is impossible. Yet in four years this one ma- 
terial increased 16c. No man can take 16c. out of a 
shoe and hope to produce the same shoe again. Quality 
must suffer. 

But there are certain standard shoes made by fac- 
tories whose principles are such that under no condi- 
tion will they change their grades. Inevitably a mer- 
chant when he wants precisely those shoes must, before 
long, pay a little more money. There is nothing to 
prevent that man from changing his grades, but the 
habits of selling for years and years and the habits of 
customers during that period make necessary that prod- 
uct’s continuance in that store’s stock. When an im- 
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. business for industry. 


Getting More Shoes 
Sold Right 


movable body meets an irresistible force there is no 
movement. But an immovable price situation of certain 
grades of leather brings about a situation where no mat- 
ter what the economic situation may be generally, that 
particular product must cost more money. In some 
shoes that condition now exists. Naturally there is 
very little business being done, but when the demand 
comes manufacturers are going to pay more for this 
material stock, the merchant even though he protests 
will be forced to pay more for his, and if the customer 
wants only that article, in that particular niche of shoe- 
making, that customer in turn must pay more. 

Watch these new developments. They indicate an 
upswing from that bottom where there is no profit in 
If within the next month a 
major demand is felt by any one commodity the price 
will materially elevate becatise there are no reserve 
stocks of fashionably-wanted materials. 

This is one of the first indications of a change toward 
the rising market, for when prices stiffen, the tanner, 
manufacturer and retailer find that they are obliged to 
ask a better price, and there we have the beginning of 
the upswing. 


Build on “ Sizes” 


ECENTLY we had the opportunity of studying 

the business eminently successful and built en- 
tirely upon a “size schedule.” The biggest problem 
of the retailer this fall is the problem of sizes. For 
want of a size the sale was lost. 

Study carefully your buying plans for new shoes 
Better to pick fewer patterns and more sizes than to 
continue sharp-shooting for novelties, a dozen here and 
there, that makes of any stock a hodge-podge of end 
sizes. 

We are beginning to learn that the shoe business has 
much in common with the egg business. Eggs are 
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perishable because time is always working against you. 
You can’t make an omelette without breaking eggs. 
The omelette stage is very evident in many a store 
stock following the recent clearance period. 

In former years a merchant found out that he could 
clean his stock thoroughly by drastic price reductions 
in mid-season clearance, but this year the public bought 
only what it immediately wanted. The result was, 
many of the old eggs remain on the shelves. They are 
daily getting to be of less value. Many a merchant 
therefore has learned the lesson of buying with greater 
care, with more selling sizes and widths. 

If fashion makes shoes perishable, the thing to do is 
to watch the shoes day by day and clear as you go, be- 
cause the older they are the less their value. Many 
merchants have learned lessons this season that we hope 
they will remember far into the future. 


Fear and Fit 


O into any store—listen to what the customer asks 

for—look through the merchant’s stock—see 

what he has. There.you will find the answer to every 
problem in the shoe industry—selection. 

September is the month for testing first selections 
so that subsequent orders will be in time for the cus- 
tomers and in tune with the cash register. This cannot 
be done in a day. 

Let us go back to the fundamentals. There are three 
primary emotions—those of 
sex, fear and hate. During 
the war we had hate upper- 
most. Then followed the 
cycle of sex (and we use 
the term in its splendid 
sense of love of beauty, 
color and design, and the 


business? 


chain store. 


store. 


Ask Me Another 


—Will the chain store drive us out of 


—wNot if you do as good a job as the 


—How can we drive the chain store 
out of business? 


—By doing a better job than the chain 


Is that possible? 
—Both are possible. All over this 
country today there are innumera- 
ble cases of alert, aggressive inde- 
pendent merchants who are beating 
the chain stores at their own game. 
There are also many cases of the 
chain store crushing the weak inde- 
pendents. Each to his own battle. 
The better man always wins. 


desire for it as expressed in apparel, cars, homes, and 
even landscapes). We are now entering, so it is said, 
the cycle of fear. In this super-analysis of the shoe 
business, ours can be said to be a fortunate industry 
because it has both elements—styling as sex, fitting 
as fear. 

That’s the reason why the shoe store has it on 
any other proposition at retail because of these two 
emotions, sex and fear. When style and sex wane for 
a time, jump into the fear motif. The best example 
of that is the success of Lucky Strike advertising, 
emphasizing the fear of coming fat. 

When people begin to say they have enough beauti- 
ful dresses, and suits, enough beautiful shoes and 
hosiery, then the “enoughs” bring about the melting 
of the desire for such articles. The shoe therefore 
must have more than just beauty in it. The customers 
must be told that unless they come and get their shoes 
well fitted they are likely to suffer the consequences. 
So much for that. 

Never forget the next sentence: “The public is un- 
conscious of poor fit if the shoe does not hurt in its 
first fitting.” It is considered a fit—but is it? If the 
public was conscious of ill fit at the time of fitting, it 
wouldn’t pay out its money. The ill feet come after- 
ward and then comes fear of pain and discomfort. 

Isn’t it true that fitting today is largely a factory 
function and shoes must be right at the source? If it 
were not so, millions of people would not be wearing 
shoes as they are. When better shoes are made, better 
merchants will sell them—better in their fundamental 
fitting properties and in 
their proper selections by 
the merchant so that when 
the customer comes in for a 
pair of shoes, there will 
be something on the shelves 
in tune with his or her 
demand. 
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And Feature Displays That Talk 
Out Loud of Styles and Service 


By MURRAY C. FRENCH 


ao & 


im Bowman scowled. His 
face showed plainly something was wrong. Pencil in 
hand, he was watching the people go by Bowman and 
Son’s shoe store. Presently he went outside and studied 
the windows a while. Something was still wrong. 

“Charley, come here.” He beckoned to his son. 
“During the last half hour or so twenty-two men have 
stopped at this window.” 

“That’s a good window. It’s a picture!” Charley 
boasted. “Trimmed it myself. That’s what a window’s 
for, to attract attention.” 

“Maybe so, Charley, maybe so. But of the twenty-two 
who stopped only one came in, and he was an old regu- 
lar customer. The rest of them looked at our window 
shoes, then at their own, then went on down the street.” 

“Probably didn’t need shoes,” Charley ventured. 

“You solved the mystery!” his father retorted. “They 
thought they did but the sign in our window told them 
they didn’t. It says: ‘LATEST FALL STYUES. A 
Step Ahead of the Crowd.” 

“Well, what’s wrong with that?” 

“Just look at the shoes! Along with a sprinkling of 
really new shoes you have a lot of good old staples— 
and yet your card calls them all latest fall styles. I 
heard one man say, ‘If those are the latest then the old 
kicks are O. K. Thought I was going to need a new 
pair. Let’s go buy a hat instead.’ 

“Your window may be a picture, but your sign makes 
it a talking picture that doesn’t tell the truth. Out of 
all the words in the dictionary it’s funny you had to pick 
nine that weren’t so. That card is just a standing invita- 
tion to come inside and patronize a liar.” 

“But folks don’t pay much attention to signs,” Charley 
argued. 

“The fellows that walked away this morning certainly 
did,” his father answered with a dry iaugh. “Seems to 
me what a window card says, talking to everybody, is as 
important as what a salesman says, talking to only one 
person. 

“Furthermore, I wouldn’t be surprised if there’s a lot 
we don’t know about window trimming. If I recollect 
right our man Lester Gorman said he had a professional 


Make the Shoe 


from Frisco visiting him this week. I’ve a mind to ask 
him in.” 

So that is how Orest Bornoff, the expert window 
trimmer—beg pardon, the eminent display artist—entered 
the picture. The dapper little bespectacled and bespatted 
visitor promptly took matters into his own hands. 

“First, gentlemen,” he announced, “to properly evalu- 
ate your displays you will now take a walk with me.” 

The Bowmans had not expected this but he spoke 
with such authority there was nothing else to do but go. 
Up one side of the street they went and down the other. 
Bornoff’s criticisms soon made it evident that after all 
good window trimming is founded simply on plain 
common sense. 

The two shoe men looked sheepishly at each other as 
they approached their own store. They realized their 
windows were only average. 

“Now you see the object of our tour,” said Bornoff. 
“Tis easier to notice faults in others than to see those. 
same errors in ourselves. Yet, gentlemen, he is a coward 
who will refuse to be judged himself by the standards 


- he sets up for others. 


“You call this a progressive country. So? Yet many 
a storekeeper has lived and died without ever having 
taken a half hour’s slow and thoughtful inspection of 
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Window News Reel 


his neighbors’ windows to see what he could learn.” 

“I suppose you're like all the rest of the window men. 
Always, no matter what, they say we have too many 
shoes in the window.” There was a note of defiance in 
Charley’s voice. “How many shoes do you say should 
be in a window?” 

“Ah, a guilty conscience, I see,” Bornoff answered. 
“You ask a vital question, yet easily answered. As I 
said before, the purpose of your window is not only to 
display merchandise, but also to show the character of 
the store behind the doors. 

“A thin, scant trim indicates a frigidly exclusive con- 
cern. An overcrowded window is perfectly correct for 
a store catering to cheap customers, where goods are low 
grade and service is rough. Your store falls between 
these two extremes. 

“Each of your windows, is, I judge, about three feet 
by ten, thirty square feet. Allowing about one and one 
half square feet for every pair of shoes your window 
should carry about twenty pairs nicely in regular times.” 

“Twenty pairs! Impossible!” Charley fairly shouted. 
“That won’t half show our styles. People look in our 
windows to see what we have. No other reason. If 
they don’t see what they want they go on to some other 
window. I always said, ‘A shoe in the window’s worth 
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Price is a Prime Consideration With Most 
Customers—Don’t Make the Mistake of 
Trying to Force People Into the Store to 
Ask the Price 


two on the shelf.’ Nor could I ever believe that goods 
could be sold by hiding them. More display, more sales.” 


Coartey’s tirade failed to 
ruffle Orest Bornoff’s poise in the least. ‘You'd be sur- 
prised how often a display man has to listen to those 
same age-old contentions. And it’s a very significant 
fact, gentlemen, that the smaller and less successful 
stores are the ones that adhere most tenaciously to the 
belief that the more goods you have in the window the 
more sales you make in the store. “Twould seem wiser 
to copy the best stores’ methods, which I shall outline. 

“Live stores make their windows news reels, con- 
stantly giving out fresh and authoritative information 
on styles and prices. If the window shopper sees the 
same goods there time after time, the window ceases 
to be news to her. She loses interest and no longer 
looks to your window for fresh information. 

“Your most successful salesmen are not the ones who 
show the most shoes, but those who show a few styles 
in an appealing manner. Your windows are no dif- 
ferent. 

“Do you try to crowd everything in your store into 
one newspaper ad? Foolish question. The more items. 
you quote in one ad the less attention each commands. 
Your windows are no different. 

“Maybe you don’t believe that crowding two shoes: 
close together makes both appear less attractive. So? 
Come with me some bright starlit night and I’ll ask you 
to point out one star in the heavens that strikes you as 
being particularly beautiful. Never, absolutely never, 
would you pick one in the milky way. Yet it has stars 

[TURN TO PAGE 60, PLEASE] 


How many shoes should be shown in a 
window 3 ft. xX 10 ft., or 30 aq. ft.? 


Ordinarily Sale Time 


Exclusive Store 12 pr. 18 pr. 
Medium Grade Store 20 pr. 28 pr. 
Low Grade Store 28 pr. 38 pr. 
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Cattlehide Upper Leathers 


Methods Used in Converting “Sides” of Bovine 


Animals Into Leathers with Wide Variety of Uses 


Cattichide upper leather 
is used more widely in shoes than any 
other, because it combines three qual- 
ifications—relatively low cost, dura- 
bility and satisfying appearance. In 
theory it is made from hides instead 
of from skins, yet there is a border 
ground where the grain and fiber of 
side upper, made from light hides, is 
as fine as that of calf. 

This is an all-around leather, used, 
in its various tannages and finishes, 
for nearly every type of shoe made 
from the dancing pump to the lum- 
berman’s boot. With a smooth, even finish, it makes 
neat footwear, often so attractive that it is difficult to 
distinguish it from corresponding calf leathers. 

For heavy shoes it is the only kind of leather that is 
of suitable weight. It is used in work shoes to the ex- 
clusion of most other leathers. Several grades are made 
that are nearly waterproof—more so than any other 
leather. It is ideally suited for patent leather because it 
does not stretch too much after the finish has been 
put on. 

Scotch grain, dressy, durable leather for men’s ser- 
vice shoes, is made mainly from medium-size cattle 
hides. Kip sides, most nearly approaching calf leather 
in appearance, are made in fashionable colors for wo- 
men’s shoes. The only difference is that a kip is older 
than a calf, has a larger pelt and a slightly coarser grain. 
Much so-called “buck” is a suede-finished cattle-side 
leather on which the grain instead of the flesh has been 
buffed to raise the nap. 

To make them easier to handle in BAP 
tanning, cattle hides to be used in oe 
shoe uppers are first cut along the 
center line of the backbone and thus 
the full hide becomes two “sides.” 
The term “side upper” leather cov- 
ers all shoe upper leathers of this 
origin. 

_ Most cattle hides for side upper 

leather are split to obtain the exact 

weight desired in the finished prod- 
uct. This operation is carried out 
on one of the most ingenious ma- 


(Fifth of a series on all leathers) 


Photo by Pwing Galloway 

Most side upper leather is dependent on 

skilled seasoning for its attractive appear- 

ance. Between seasonings, each coat is 
dried. 


Shoes by Courtesy Lord & Taylor 

Waterproof side leather is used largely 

for this type of footwear. 

of rawhide, which is cowhide espe- 
cially tanned in oil. 


chines to be found in industry. The 
grain or top cut is saved for side up- 
per, the split or bottom cut is usually 
finished for insoles, or uses other 
than in shoes. Most sides have an 
area of from 15 to 18 square feet. 
This splitting operation brings out 
one basic difference between calf and 
side upper. Calf is shaved only 
where it is extra heavy to bring it 
down to a nearly uniform thickness. 
Side upper, being split, is nearly the 
same in thickness throughout its area. 
Most side upper leather is chrome 
tanned (probably 90 per cent of all upper leather is so 
tanned) but some is tanned by a combination vegetable 
—chrome process. Very nearly all of this leather is 
finished on the grain, including patent and buck—with 
one essential difference from calf or kid finishing: The 
grain of side upper leather is very generally corrected 
lightly as by the use of fine sand paper so that the 
finished leather will have a smooth, even appearance. 


Aso the seasoning applied 
in finishing most of this leather contains considerable 
pigment. Consequently the natural grain pattern is 
much more indistinct when examined in the made-up 
shoe than it is in full grain, aniline dyed calf. 

Russia sides, patent sides, Scotch grain, kip sides, 
“buck,” retanned sides, oil grain sides, waxed sides or 
splits are the principal side upper leathers. Each is 
made for a specific purpose and with 
this number of leathers made from 
what is essentially one class of raw 
material, it is possible to work up 
each hide in that form which best 
develops its natural individual quali- 
ties. This is important because no 
two hides are the same and tanners 
have learned what particular kinds 
of stock serve best in each type of 
- upper. 

As is the case with calf, “Russia,” 
strictly speaking, means a smooth, 
vegetable tanned leather. In usage 


Laces are 
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it has come to be applied 
to any smooth chrome 
tanned leather that is 
similar in appearance to 
the original vegetable 
tanned product. More 
pigment and a less dis- 
tinct, sometimes almost 
invisible grain, mark the 
finish of Russia side 
leather. It is commonly 
produced in a variety of 
popular colors includ- 
ing tan and brown 
shades and if found in men’s, women’s and children’s 
mediums and lower priced oxfords. Made up in shoes 
this leather looks much like calf. “Russia” sides and 
colored sides are the same. 

Scotch grain, first produced in Scotland—this firm, 
durable, pebbled leather in tan shades and black, is 
favored for men’s service oxfords to 
withstand weather and wear. Now 
made in this country with success, it 
is chrome tanned to give a firm, tough 
substance that will hold its embossed 
finish. 

Kip side leather can be distin- 
guished from regular sides only with 
difficulty because the only difference 
is in the grain, which on kip leather 
is intermediate between that of calf- 
skin and that of mature cowhide in 
appearance. Chrome tanned, it is 
sometimes finished full grain, some- 
times corrected. Manufacturers of 
men’s, women’s and children’s shoes 
use it. 

Side leather is finished to look like 
calf suede or expensive genuine buck- 
skin which it excels in strength but 
not in softness. Its nap finish on the 
grain side has fibers that are finer 
and more compact than those on calf 
suede. Made in a wide range of 
weights and colors, “buck sides” can 
be used in lower priced shoes than 
ordinary grades of calf. 

Real elk skin is not used for making “elk” leather. 
What is called “elk” leather is commonly a chrome 
tanned side leather, or occasionally a horsehide leather, 
and is noted for the softness which it retains though it 
is a strong, tough feather. It is commonly made in 


colors for sport, work and children’s shoes where it is 
particularly satisfactory because it withstands wetting. 
It is sometimes smoked to heighten its resemblance to 
Indian tanned leather, in which case the odor is a char- 
acteristic, but since the same effect can be produced 
chemically, this is not an infallible means of identifica- 
tion. Often the inside surface is the characteristic color 


Boot aND RECORDER 
combining THe SHop RerTaliLer, Aug. 30, 1930 


Left: Sport elk side upper has a grain pattern ‘slightly smaller than work elk. “ 

This is brought out by the special tanning process used to produce this sists 

flexible, water resisting leather. Right: Elk side leather usually carries most 

of the natural grain. Chrome tanned and specially treated, it is well filled 
with oils that nourish it. 


Above: Full grain cowhide leather en- 
larged five times. Note that the pattern 
of the hair cells is not regular and that 
the surface of the leather is remarkably 
smooth. Below: Fifteen times magnified 
cross section of smooth side upper that 
shows how rugged this leather is. 


of chrome tanned 
leather (grayish blue). 
This is obtained by 
shaving the flesh side 
following dyeing opera- 
tion. 

For use in heavy 
work and farm shoes, 
retanned side leather is 
suitable because it re- 
barnyard acids, 
and is tough yet soft 
enough to be decidedly 
comfortable. Usually 
this type of leather is buffed considerably to improve 
the surface and the natural grain is almost invisible. 
Tanned by a combination of chrome and vegetable 
liquors, it is made nearly completely waterproof by 
stuffing it heavily with grease. This relatively inexpen- 
sive leather is supplied in all standard colors. 

Oil grain side leather is chrome 
tanned, made in black only, finished 
either smooth or with a slight pebble 
effect and is considered the most com- 
pletely waterproof leather made._ It 
is also very strong, making it suitable 
for heavy footwear as for lumber- 
men and sportsmen. Sometimes this 
leather is used for soles of moccasin 
type shoes as well as for uppers. It 
has a distinctly oily feel, and the flesh 
side is likely to have the characteristic 
chrome leather color. 

Oil grain sides are closely related 
to this black waterproof chrome 
leather because they are made in the 
same weight range and are adaptable 
to waterproof footwear because they 
are well dressed with oil. But oil 
grain sides are combination tanned 
and the $rain side has a much harder 
finish, slightly pebbled and glazed so 
that its appearance is pleasing. The 
original grain pattern is not visible. 
This leather is available in colors and 
is used in work shoes. 

The flesh split of side leather is sometimes finished 
for shoe uppers. It is usually tanned by vegetable ex- 
tracts and the finish is applied to the flesh side. This 
finish contains lamp black, flour, waxes, soap, oil and 
glue. The leather is cheap and fairly durable though 
inferior to side leathers finished on the grain. 

All of the flesh splits from side upper leather produc- 
tion do not go into shoe leathers. But some are finished 
for important use in shoes—insoles, counters, box toes 
and linings. 

For insoles usually a straight vegetable tannage is 
used to produce a firm, flexible non-cracking leather. 
[TURN TO PAGE 62, PLEASE] 
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TRYING 


Practical Suggestions to Help Increase Your Sales 


Did You Ever Try This 


Balloon Stunt ? 


In the Merchandising Calendar re- 
cently, was a suggestion that you re- 
lease gas-filled balloons from the roof 
of your store some Saturday as a fea- 
ture to promote the sale of children’s 
school shoes, If you have never tried 
this idea you will be surprised at the 
interest it will create. 

To each balloon is attached a coupon. 
Certain of the coupons are good for. a 
pair of school shoes when brought back 
to the store, and others can be made 
good for smaller prizes. It is safe to 
have quite a list of prizes, for you can 
be reasonably sure that many of the 
balloons will come to earth in some re- 
mote section and will never be found. 

This stunt should Le well advertised 
in advance, with ads stating the exact 
hour when the balloons will be set free. 
One store in central Illinois that tried 
this had such a crowd of boys and girls 
in the street in front of the store that 
traffic was blocked and not even the 
street cars could get through. 

This same stunt is an excellent one 
to use to advertise the opening of a 
sale. If you don’t care to use it now, 
keep it in mind for your next sale. 


Another Idea for 
School Shoe Week 


For a good Saturday feature during 
the week that you are exploitirfg school 
shoes try having a grab bag for the 
children. A big basket, or a barrel 
sawed in half and covered with crepe 
paper makes an ideal grab bag. 

Secure a quantity of inexpensive 
prizes—whistles, harmonicas, small iron 
toys, pencil boxes, etc., that will not cost 
you over 10c. to 15c. each. Wrap each 
of these prizes in tissue paper so that 
no one can tell what is in the package. 

Put your “grab bag” in the window 
for about a week in advance of the day 
you intend ‘to feature it. Have a big 
sign reading, “Every boy and girl who 
buys a pair of shoes here next Satur- 
day will get a prize from our grab 
bag!” Once the children hear about it, 
they will give the stunt plenty of ad- 
vertising, and there will be many a pair 
of shoes bought on this particular day 
because some youngster insists on get- 
ting his chance at the grab bag. 


BUSINESS BUILDERS 


These prices for 
MONDAY and 
TUESDAY only 
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What Do They Do 
With Their Time? — 


A recent investigation shows that the 
average clerk devotes an average of 10 
minutes out of each hour to selling! 
What about the other 50 minutes? They 
ought to be devoted to stock-keeping, 
getting acquainted with new goods, tel- 
ephoning regular customers, helping 
prepare letters or circulars for mailing, 
or other profitable work. 

What do your salespeople do with 
their 50 minutes ? 


An Ad on Style Trends 
For Fall ls Due 


It will soon be time for some gen- 
eral advertising on the trend of shoe 
styles for Fall. It is money well in- 
vested to run an ad or two telling about 
the new styles, giving women an idea 
of what to expect for the new season. 
Such ads should not be too wordy, and 
should be illustrated with some of the 
new styles. 

You can get all this information from 
the Boor anp SHoE RecorpER—in any 
issue is all the information needed to 
write an interesting ad of this sort. 
Your newspaper would probably wel- 
come a news article for the women’s 
page talking about new Fall shoe styles, 
too. Why not suggest this to them? 

Before you can get Fall business un- 
der way you must first get people to 
begin thinking about the new season, 
and anything you can do to get public- 
ity will help your sales. 


Women’s Handbags Go 
Well With Shoes 


Many shoe stores catering to smart 
women’s trade have found a line of 
women’s purses and handbags a big 
drawing card. There is a tremendous 
sale for these leather goods, and the 
store that keeps a few smart styles in 
its window will find it has added a 
profitable, big-volume line. 

Haven’t you a corner up front, where 
a well-lighted case display of smart 
Fall leather bags would add to the at- 
tractiveness of your store? You don't 
need much stock. The secret of selling 
bags profitably is to keep your stock 
changing. 


Men Appreciate This 
Little Gift 


We know of a shoe merchant cater- 
ing to men’s trade that has made many 
friends through a little souvenir he 
gives with each purchase. When a man 
buys shoes in this store the salesman 
always secures his name. 

When the customer gets home and 
unwraps his shoes he finds a little 
packet of a dozen books of paper 
matches with his initials on the cover 
of each book. These matches are quite 
inexpensive when bought in quantities, 
and the appreciation expressed by men 
who have received them convinces this 
merchant that the idea is good. 


Hew Well Is Your 


Store Known? 


Some time ago a Boston store ran an 
advertisment featuring its own brand 
of hosiery but omitted the store name 
and address from the ad. An interest- 
ing price was quoted, and readers were 
invited to bring the ad to the store and 
get the hose at the special price. Hun- 
dreds of people came in with the ad, 
proving that the store’s brand of hosiery 
and its style of advertising were widely 
known. 

Would you dare do this? If you have 
one style of advertising that you have 
used consistently it might be interest- 
ing to try this experiment, but we know 
of a lot of stores whose ads are so lack- 
ing in distinction that few would recog- 


nize them without the name. 
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L. every box of candy 
there are always one or two show pieces, and in every 
bottle of pickles there are just so many peppers. Pep- 
pers are placed in the bottle both to flavor and to attract. 
They spice up the appearance as well as the taste. 

No matter what grade shoe you are selling, if you 
are operating a bread and butter business, there must 
always be an attractive dessert to complete a well-rounded 
stock. Many times a sample line contains a shoe that 
in no way would be a merchandise bet for a buyer. But 
that is not the reason for the shoe. The shoe is there 
solely to liven up the saner merchandise or, by com- 
parison, to lift the style value of the conservative pat- 
tern to a higher fashion acceptance. 

Advertisements in many cases could for the same 
amount of money produce far greater results if some 
little detail of the shoe was emphasized. Embroidered 
vamps, special buckles or a toe line detail could be shown 
in a box to create a consumer interest or a common in- 
terest. It is often hard for one pair of eyes and one 
brain that is diverted into many chan- 
nels to absorb all the details offered 
in a well-made shoe. __ 

When the sample lot of footwear 
first arrives in the store, there is al- 
ways a wholesome interest in the new 
line. Salesmen fairly radiate enthusi- 
asm, which, in turn, almost sells the 
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By MADAME HAMILTON JEFFRIES 


Fashion Editor 
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It isn’t so much what 
you have, as how you 
play it up. Every line 
needs a few bouquets to 
attract a consumer’s at- 
tention and speed sales. 


| 


| 


shoe. But when the salesman has found a difficult pat- 
tern or a poor fitter which doesn’t break right across 
the toe, he leaves that shoe alone and rarely shows it 
except as a last resort. 

The test of shoe fitting should be in the factory. It is 
up to the manufacturer to prove his patterns before 
loading up the unwary retailer. 

It has been said that it is much easier to substitute 
in a ten-dollar shoe than in a six-dollar number, because 
of the fact that a six-dollar shoe has a frightful hazard 
and almost no margin to take care of losses. Conse- 
quently, the buyer of six-dollar shoes must be cautious 
and hard-boiled, if you will, and be reasonably sure that 
he isn’t the one to carry the bag. If clerks believe in 
the shoes, no selling resistance exists. Knowing mer- 
chandise isn’t up to standard; they either wait for a 
pay envelope without thought of service or become crea- 
tures of habit who deceive themselves. 

In a hard selling season, or just between seasons, when 
the current merchandise has become old and the new 
merchandise hasn’t come in, a clerk 
sometimes becomes listless or discour- 
aged. In the hot weather he often 
mutters to himself: “Well, what’s the 
use ?” 

Make sure that the morale of your 
store is kept up and that your sales- 

[TURN TO PAGE 58, PLEASE] 
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BUSINESS 


GOING TO BE NEXT MONTH ® 


CHARTED BY UNITED BUSINESS PUBLISHERS, Inc. 
GENERAL disinclination to buy hopes of tempting better buying, but the 
by has largely defeated any stimula- majority of manufacturers are pursuing 
United Business Publishers, Inc. tion that might have been anticipated a conservative policy of watchful wait- 
——-HERE PRESENT A COMBINED . 
AROUT THE COURSE oF from price selling, and on many mer- ing. 
BURLING THS MONTH OF chandising lines colder weather rather ‘ — 
SEPTEMBER. GOVERNMENT AND then economic improvement will incense Responsibility for continued depression is 
OTHER RECORDS PROVIDE YOU WITH . 
MISTORY OF RECENT MONTHS. THIS retail trade. being placed by many on world condi- f 
BOARD OF EXPERTS DEALS ONLY . tions, and impartial observers comment | 
ties ack “aes ateen The scarcity of rentals in comparison to upon the American situation as largely 
WITH THE MORE THAN 400,000 the number of houses for sale reflects the the result of stimulation of non-essential 
general public’s reluctance to enter long- consumption that cannot be maintained 
FIELDS OF RETAILING AND INDUS- term commitments and indicates some by our present net-wage scale. si 
TRY. 
With vacation seasons over and relief 
labor and salaried classes. 
from general hot weather and a relaxa- ( 
There is a tendency, as displayed by the tion from the acute drought conditions, 
automotive industry, to use the psychol- September should, however, be a month mn 
ogy of innovations in new goods in the of definite recuperative progress. A 


THE COURSE OF BUSINESS FORECAST FOR NEXT MONTH 


BUSINESS SALES RETAIL STOCKS COLLECTIONS COMMENTS 


Passenger cars 20% less, | Passenger cars 5% Passenger car collec- | New passenger car mod- 
trucks =10% better in reater, trucks slightly | tions about the same, | ¢!8 expected to boost 

AUTOMOTIVE | Sept. than Pas ess in Sept. than in trucks better in Sept. 
August. Both lowerthan | than in August. Both | extent. Agricultural sit- 


9g 30% 
less, trucks 13% less than ’ ’ uation will reflect on 
Sept., '29. Sept., ’29. slower than Sept., '29. 


Sales in September about About the same in Sep- Will continue about the Price selling is not being 

DEPARTMENT] same or sslightly less tember as in August, same in September. No- found especially effective 
STORES than August and 6% to and about 8% under ticeably slower than as a stimulant. 

8% under Sept., ’29. Sept., ’29. Sept., ’29. 


Fall repairs and replace- 
due Little change in retail Should show improve- ments Ae. to 
HARDWARE | ment—but slower than | accelerate seasonal up- 

what less than Sept., '29. | 199. Sept., '29. turn after dull summer 


Life insuran 4 
same, fire and casualty increasing activity In in 
INSURANCE Collection situation is favorable reflection in 

lock te at Wnes than improving in all lines. premium incomes and 
in Sept., '29. ' new business. 


On a par with August or This industry h eath 
ment in September over is industry has weath- 
EWEL slightly larger in Sep- Larger in September August—but slower than ered conditions better 
J ELRY | tember—but below Sept., than in Au ust—but be- Sept., ’29, except in the comparatively than some 
29. low Sept., ’29. far Southwest. of the necessity lines. 


MACHINERY Steel production should : Larger pipe orders and 
METAL run about 65% of fair volume of structural 
PRODUCTS ity d steel and reinforcing bar 

tonnages being main. 


METALS 29, tained. 


September will show de- Stabilization of produc- 
PETROLEUM | crease of about 4.6% about tion promises recovery 
(Gasoline) were ust — but in- of portion of present 
% over Sept., 24.9% over Sept., '29. during tast 


PLUMBING ti s t b busi 
residential construction eptember business 
with continuance of sat- Purchases based largely should show definite im- 


AND 
HEATING isfactory volume along upon Immediate needs. -| provement. 
industrial lines. 


n September. As many n September—due to ollections abou : 

pairs sold at retail as | introduction of | off Sept. 129. Shoe in- 
* ut at lower chandise — under ustry fortunately not an , ' 

prices. Sept., 29. extensive credit trade. will start fall season. 
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ut the 
CLASSIC - 
wait- 
SHOE FOR MEN 
is 
ne q “CLASSICS” retail at eight dollars a pair—a popular fine shoe price today. 
irgely 
er @ There are twenty-eight styles—regular and health shoe numbers—and each style is in 
stock in widths, ready for quick shipment. 
relief 
‘laxa- 
= @Salesman with complete line will call quickly. Write for him, and let us show you— 
nonth without obligation on your part—how to put less money into your men’s fine shoes, and get 


more out of them. 


—— 
nod- 
oost 

ited 

sit- 

on 

$8.00 
tive 
il 
Retailers 

ice- 

to 

up- * 
mer 

in- The pattern shown 
is typical of the 
- smart trim lines and 
refinements of these 
th elegant styles—high 
grade specialties on 
, which you can get a 
wai ready turn-over and 
we a good net profit. 
ins 
uc- 
ery 
ent 
ast 
—__——| BRANCH OF 
ess 
m- 
ST. LOUIS 

- No. 8825—Selected Brown Calfskin. 
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Offer Your Customers 
These Famous Footwear Lines 


ASTOR 
$4.00 
Black Kid 4 Eye-tie Cutouts, open front. 
No. 269 Last, 14/8 Covered Wood Heel. 


Ne. $4.00 
Same, only in Madrid Brown Kid. 


ROSLYN 
We. $4.00 
Black Silk Kid, 3-Eye Tie. Natew Inlay. 
Last No. 269, 15/8 Covered Heel. 


$4.00 
only in Chestnut Brown Kid with 
Hilo” ‘Lizard Inlay. 


No. 84693 $4.00 
White Kid 4 Eye-tie. No. 60 Last, Cov- 
ered Heel. 


16 $4. 
Bleck Kid 4 Eye-tie, Black Sand Snake 
Lace Stay and Tongue. Last No. 269 
14/8 Covered Heel. 


No. 84817 $4.00 
Same, only in Chestnut Brown Kid with 
harmonizing Brown Kid Lace Stay and 
Tongue. 


DREW 
MODERN 
MODES e 


FOOTWEAR FASHIONS 


$4812 $4. 
Black Silk Kid. Black Sand Snake Strap. 
Last No. 282, 15/8 Covered Heel. 
No. 84813 $4.00 
Same, only in Chestnut Brown Kid with 
Snake Strap. 
No. 84818 $4.00 
Same, only White i with White Sand 
Snake Strap, Cut-ou 
No. 84819 $4.00 
Same, only Brown Ooze Calf, Black Sand 
Snake Strap, Cut-out. 
$4.00 
Same, only Brown Ooze Calf and Brown 
Calcutta Lizard Strap, Cut-out. 


You don’t have to wait to 
receive these shoes . . . and 
you certainly don’t have to 
wait to sell them! Your 
orders will be filled as fast 
as we receive them, for the 
styles shown here or for 
any in the complete Fall 
Line of In-Stock Drew 


Arch Rest Shoes and 
Modern Modes Footwear. 


Their stay on your shelves 
will be brief . . . very brief. 


Your best customers will 
see them . . . want them 

. buy them .. . for their 
unusual smartness. And 
return to buy again and 
again because of their un- 


usual comfort! 


Size runs on all of illustrated shoes as follows: 


AAAA 6 oe 2 B 4 to 10 
AAA 5% to 10 C 4 to 10 
AA 5 to 10 D 4 to 10 
A 4% to 10 
The Spana, No. 6004, does not have sizes 9% 
and 10, and has no D width. 


The Reole, No. 87695 and No. 87696, does not 
have sizes 9% and 10. 


THE IRVING DREW COMPANY 
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Fall 
In Stock! 


Smart! 


Les 


ait to 


. and 
ive to 


s fast 


the 


Fall Same, only in Chestnut Brown Kid, with Same, only in Chestnut Brown Kid, 

Hilo Watersnake Tongue and Inlay. Brown Kid Strap, Bisque Lizard Patches Brown Kid Tongue, Brown Reptile Inlay. 
Drew 
and 
Wear. 
elves 
rrief, 
will 

5.7 

hem Black Silk Kid 4 Eye-tie, Black SanJ Tongue and Inlays. Cut-out. No. 59 

Metatarsal Arch Rest Last, 14/8 Leather 


and 
un- 
follows DREW 
ARCH REST 
to 10 R 
salina Shoes for Women 
Cbctaeniieaenstaneete “keep the foot small” 
wes 9% Black Silk Kid One Strap. Black Baby $5.90 
Shark Collar on Vamp and Trim on Quar- Mat Kid with Patent Trim. Ornament of 
— ter. Black Silk Kid Inlay on Vamp. same combination. No. 63 Metatarsal 


No. $6026 -80 
Black Silk ‘kia’ 4 Eye- tie. Black Baby 
Rajah Tongue and Inlay. Cut-outs. No. 
66 Metatarsal Arch Rest Last, 15/8 
Covered Heel. * 


No. 86000 $ 
Black Silk Kid, Patent Strap, Grey 
Python Patches, Cut-outs. No. 63 Meta- 
tarsal Arch Rest Last, 16/8 Covered 
Heel. 


Black Kid 4 Bye-tie, Black Sand ‘Snake 
Tongue, Grey Reptile Inlay, Cut-outs. 
No. 57 Metatarsal Arch Rest Last, 15/8 
Covered Heel, 


Same, only in Chestnut ” Brown Kid with 


Brown Kid, Darker Brown Strap, Brown 
Leopard Trim, Cut-outs. No. 63 Meta- 
tarsal Arch Rest Last, 16/8 Covered 
Louis Heel. 


Snake Trim, Cut-outs. No. 59 Metatarsal 
Arch Rest Last, 15/8 Covered Heel. 


Chestnut Brown Kid, Two Tone Kid Trim, 


Goodyear Heel. 

Same as No. 7695, only in Chestnut 

— Kid with Spanish Brown Lizard 
m. 


Cut-out. 


Arch Rest Last, 16/8 Covered Heel. 


PORTSMOUTH 
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Planned and Equipped by 


Strawbridge & Clothier answer modern com- 
petition and modern buying habits with modern store 
equipment. 

The owners of this store can look confidently forward 
to the success which has never failed to reward the 
merchant who has equipped his store with the best 
time-saving and sales-making tools available. 


If you are planning to modernize your store, consider 


Shoe 


STRAWBRIDGE & 
CLOTHIER 
ARDMORE, PA. 


the authoritative talent, the unlimited merchandising facts 
and the quality of equipment available to ov through 
this organization—the largest of its kind in the world. 

The broadest price range of store equipment made, 
plus a deferred payment plan of purchase, place 
Grand Rapids advantages within the requirements of 
even the most limited appropriation for equipment. 


Mail the coupon for further information. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
Executive Offices: Grand Rapids, Michigan 
Branch offices and representatives in every territory 
Factories: Grand Rapids, Portland, Ore., Baltimore, New York City 


manufacturers of 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 
Grand Rapids, Michigan 


We are interested. Please send further information and 
literature. Z8 


Name 
Address 
City. ; State 


fine store 
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More Vervice Section 


Devoted to 
DIsPLAY, EQUIPMENT AND SUPPLIES 
for the Retail Shoe Store 


To Make Them Ta ke Start the New Season with Dis- 


plays That Stress the Autumn Spirit 


. ' and Feature Fall Styles in Effective 
Notice in September pete 


September 2-6 


Your most attractive fall trim should go in this week. Use the finest decoratives 
you have, and take particular pains with all details of the display. People will be 
looking in your windows this week for authentic styles, and it is well not to 
feature any doubtful ones that might mark you as a false prophet. 

While fashions for adults should have the major display, don’t crowd out the 
school shoes, as this is a time for getting volume on them. 

Don’t leave your ads until the newspapers’ deadline. Have these all laid out and 
the drawings and cuts made for some time ahead. Have an ad or two on rain- 
wear filed at the newspaper office so that you can simply phone in an insertion 
order at a propitious time. 


September 8-13 


Send out some literature on shoes for occasions. 

In the window displays bring party footwear to the fore. The party season will 
soon be in full swing. 

Do you keep a list of your customers and what they buy? If not, you should. 
Now is a good time to have your salespeople use the phone when they are not busy 
on the floor. Each customer called up should be told of some item that the sales- 
man thinks would be of particular interest to him or her. 

Devote a small window or ad to shoes for indoor sports—bowling, handball, basket 
ball, gym work, etc. 


September 15-20 


Rubber footwear should have an ad or a window about now, regardless of weather. 
Stress preparedness. And have some rubber footwear streamers ready to put on 
the windows when inclement weather comes. 

Plan ahead on a “tricky” Hallowe’en trim, and order the necessary materials. 

Up until now you’ve probably been showing the new histyles exclusively or nearly 
so. Now let them move over a bit and make room in the windows for some good 
conservative numbers that should be volume sellers. 


September 22-30 


A prevalent desire among women is to make one pair of shoes do for several 
dresses. Turn this to your own advantage in displaying your new colored shoes. 
Make a unit display of shoes of one color shown with dress goods swatches of 
various colors with which these shoes will look well. Surround it with similar 
unit displays, showing several shoe colors in this manner. This idea is applicable 
also to the men’s shoes, and the entire store front could be devoted to showing 
what goes with what. 

It’s time to think of Christmas decorations; also special boxes, wrapping paper, 
package tape, etc. Take time to make sure that you are making the best buys. 
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THE “StLENT SALESMAN’S” 
SUPERIORITY is Appreciated 


on Both Sides of the Counter 


Both merchants and customers are im- 
pressed by the appearance and display 
power of “Silent Salesman” Show Cases. 
Customers are attracted by the dignity, 
richness and display qualities that “Silent 
Salesmen” impart to a store. The mer- 
chant knows that the modernness, fine 
appearance and efficiency that are built 
into “Silent Salesman” Show Cases guaran- 
tee a lifetime of dependable service. In- 
vestigate the ability of “Silent Salesman” 
Show Cases to meet your needs. Re- 
member we make show cases both for 
inside and outside use. Write us your 
show case problem TODAY. 


Reg. U. 8. Pat. Off. 


INSIDE AND OUTSIDE DISPLAY CASES 


DETROIT SHOW CASE CO. 


1670 W. Fort St., Detroit, Michigan 


DISPLAY FIXTURES 


——— _ Detroit Show Case Co. 

1670 W. Fort St., 

Detroit, Michigan 
Send me information about “Silent Salesman” 
Inside ( ) or Outside ( ) Show Cases. 


IROR No. 730 DESIGN 


AFTER THE PUBLIC HAS HALTED 

+ . THE SILENT WINDOW HAs 
A DUTY—TO TALK, TO EXPLAIN, 
TO DEMONSTRATE, IN SHORT— 
TO SELL.... 


FOR SHOES 


1T HAS BEEN FOUND THAT 
IT CAN BEST PERFORM THis 
DUTY FOR YOU IF FIXTURES 
ARE USED THAT ASSIST IN 
PLACING YOUR MERCHAN. 
DISE ATTRACTIVELY IN EYE 
POSITION—TO GAIN FAVOR. 
ABLE ATTENTION FOR YouR 
MERCHANDISE IS THE FIRST 
STEP IN SELLING. YOU MAY 
BE SURE OF GOOD RESULTS 
1F CORRECTLY DESIGNED 
FIXTURES ARE USED. 


KROMIROR——IS A NEW 
] DESIGN ESPECIALLY Ar. 
TRACTIVE, USING PLATE 
GLASS AND CHROME 
_ | NICKEL FOR METAL 

FINISH. 


| FOR HOSIERY WE 
| GEST A DISPLAYER LIKE 
© NO. 6150 18” HIGH. 


| VERY ATTRACTIVE. 
4 
| NOTE ALSO NO. 4272. 


AND FOR HOSIERY 


FOR FIXTURE 
INFORMATION 
WRITE 


HUGH LYONS 


& COMPANY 
LANSING, MICHIGAN Wo. 4272 


SALES OFFICES: NEW YORK—ROGERS PEET BLDG., 485 FIFTH AVE. 
CHICAGO—1311 MERCHANDISE MART 
BOSTON—52 CHAUNCY ST. 


MEMBER—“NAT’L DISPLAY EQUIPMENT ASS'N.” 
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omething New 
the Back 
the Window 


Sameness cheats a 
window of the atten- 
tion it would otherwise 


be given 


L.. seen it” flashes through 
the mind of the passerby who casually glances at a win- 
dow—and on she passes. And thereby hangs a tragedy. 
The display has been changed since she last saw it— 
but not changed enough to let her know that at a glance. 
Had she stopped and looked this time, it might have 
meant a sale. This merchant has incurred the cost of 
a change of trim, but has not derived the full benefit 
of it. 
The moral of this is that a new trim should /ook like 
a new trim—even from across the street. 
Shoes being small items of merchandise, they are not 
of themselves quick enough to get across the thought 
of a new trim. But suppose there is something mark- 


edly different in the background. That would do it. 
Or a change in the height and type of the major fix- 
tures used. Or some conspicuous new decorative piece. 
Or a complete changing around of the general set-up 
of the window. 

For example, the trim shown below was used by 
Carson-Pirie-Scott & Co., Chicago. No one passing 
this window could think it was one they had seen before. 
And thought it was used on State Street, the cost of the 
materials used would be well within a Main Street 
allowance. 

When changing trims, change them. Let your public 
know they are trimmed. It pays. Frequent change 
suggests an alert, enterprising institution. 


The usual background of 
this Carson - Pirie - Scott 
window is completely cov- 
ered—with black velvet in 
the center and with paper 
covered wall board at the 
sides. The central dis- 
play piece is simply a rec- 
tangular box. There is 
nothing expensive about it 
or the shoe shelving. The 
smaller fixtures are just 
square box displayers. The 
dominant color note is 
bright green. 
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every merchant 


“to ‘the: successful 


“operation. of his 


STORE’ FRONTS 


BRONZE Send FREE Book, “Modern Store Fronts 
STORE FRONTS, Better Display.” 
‘WINDOWS, DOORS 


Start Off With A BANG! 


Fall . . . Business Resumes . . . with Onli-Wa 


Walnut Shoe Fixtures, hand- 
somely designed . . . appealing 
to the eye . . . will help you get 
started on the right foot. Style 


- Class... sales-punch... 
that’s why leading shoe stores 
use them. 


The Onli-Wa Fixture Co. 


St. Paul Ave., Dept. B. S., Dayton, Ohio 


Display Center: 1440 Broadway, New York, N. Y. 
Members of National Display Equipment Assn. 


Sooner or later 
must realize that 


an up-to-date store 


front is essential 


“business 


HOTEL 
MARTINIQUE 


BROADWAY, 32ND AND 33RD STREETS 


Manufacturers of The esi, 2913 Front St., Niles, Mich. 


AAAce 


City. 


One block from the Pennsylvania Station is 
this ideal hotel, convenient to all New York, 
where you will meet many members of the 


shoe fraternity. 


$3.00 Single Room With Bath and Shower 
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THE quiet dignity of the No. 500 
eyelet adds to the desirability of 
the cool, white summer oxford. 
Since discriminating women look 
upon visible eyelets as one of the 
requisites of correct laced foot- 
wear, quality shoe manufacturers 
never neglect such an important 
little detail. 

The clinching surface of the new 

roll-back, invincthle eyelet is as 

smooth as its lustrous celluloid 


fast-color face. Write for further 
particulars, 


EYELETS 


Va 
i 
|| 
i| — | j 
Pat. oft. i ? — 
| DIAMOND BRAND Visible FAST COLOR ii | 
930 


Preferred by the Traveler 


Celastic appeals to the traveler, 
a careful buyer of footwear, 


because — 


It keeps the toe of the shoe shapely and 
good looking even after it has grown old. 


It provides foot comfort during hours of 


leisure or activity because of freedom 
from ridges, and loose, wrinkled linings. # 
It’s an all-weather toe — it will not ab- 
sorb water or get out of shape through 
climatic conditions. 


You give customers greater footwear 
es satisfaction when you equip your shoes 


with Celastic — The Quality Box Toe. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


THE QUALITY BOX TOE 
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3 Important Essentials 
For Successful Shoe Store Operation 
Now Given You In 
American Interlocking Shoe Store Chairs 


More and Better Trade—Customer Confi- 
dence—Greater Profit— American Inter- 
locking Shoe Store Chairs contribute these 
3 major essentials to build up your shoe 
store business. Your store takes on an air 
of distinction when “American” equipped. 
Is made attractive—inviting to more and 
better trade. For “American” Chairs 
provide that atmosphere of refine- 
ment which discriminating shop- 
pers seek. Build that customer 
confidence so necessary to repeat 
business. Reflect sound manage- 
ment and better values. The result 
will be a bigger profit that makes 
possible successful shoe store 
operation. 


building beauty, comfort and utility into 
shoe store chairs. Our engineering and 
drafting departments are at your disposal. 
Write us, furnishing dimensions of your 
store and general layout. We will submit to 
you, without obligation, a seating plan that 
will give you greater seating capacity and 
add greatly to the decorative effect. 


Free 32-Page Book 


A free copy of this helpful and 
practical book, “New Styles in 
Shop Seating,” will be mailed to 
interested shoe store owners and 
managers. 32 pages of seating sug- 
gestions for modern shops. Shows 


Naw Stries in Sho the way to better trade and pres- 
For fifteen years we have been — styles 


tige. Write for a copy, today. 


American Seating (Ompany 
Chicago, Illinois 


Five Great Features 


Greater B 


auty 


~ | 
SEE | 
| 
Ke 
Greater Seating Capacity, Greater Comfort eater Durability. 9.4 Economy in Cost 
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In all-over shoes, or as a base colour in 
combination, complements: 


The new “Monk browns” 
The new “Prune shades” 


All variations of red, 
wine, rust or nasturtium. 


by request to loin 1702 -100 Gold treet, New York 
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NATIONAL NEWS 


SATURDAY, AUGUST 30, 1930 


EVERY WEEK 


Ohio Retailers 
Warned of Sales 
Tax Possibility 


MANSFIELD, OHIO (UTPS)—With 
an attendance of 71, of whom many 
were retail shoe dealers, District No. 10 
of the Ohio Valley Retail Shoe Dealers 
Association in cooperation with the 
Ohio Retail Dry Goods Association and 
the Ohio Retail Clothiers’ and Fur- 
nishers’ Association, held an important 
merchandise clinic at the Westbrook 
Country Club here, Aug. 20. The pro- 
gram was arranged by C. E. Dittmer, 
secretary of the three associations and 
H. T. Siegenthaler, a well known shoe 
dealer of Mansfield and president of 
the Ohio Valley Retail Shoe Dealers’ 
Association presided. 

Mr. Dittmer in his capacity as assist- 
ant director of the Ohio Council of 
Retail Merchants warned the assembled 
retailers of the threat of a general 
sales tax in Ohio when the entire tax- 
ation system of the State will be re- 
vamped at the next session of the Ohio 
Legislature. He declared that it be- 
hooves all retailers to work toward the 
prevention of such a tax through their 
retail associations and the Ohio Coun- 
cil. He cited instances where such 
taxation laws have been adopted in 
other States with very damaging re- 
sults to retailers. 

Frank Stockdale, head of the store 
management division of the three asso- 
ciations, led the discussion on mer- 
chandising problems. He showed the 
necessity of retailers ascertaining their 
losing and profitable lines. With that 
information, Mr. Stockdale laid out a 
plan of reducing losses in the losing 
lines and in bettering profits in the 
money making lines. This is done by 
a closer control of inventories, selling 
expense and markup. 

The counties comprising the group 
are: Delaware, Wyandotte, Crawford, 
Richland, Morrow, Ashland, Knox and 
Marion. 


To Remodel Store 


LAFAYETTE, IND.— Work will be 
started about the 20th of August to re- 
model the quarters for the Prass Shoe 
Store, 322 Main Street. Both the in- 
terior and the exterior will be remod- 
eled, including new fixtures, a new 


front, and a new interior. 
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Suedes Favored for Late Fall 


Chicago Buyers Placing Orders for Them in Volume—Kid, 
Patent and Reptiles in Early Fall Displays 


Cuicaco (UTPS)—Reports to local 
wholesale shoe firms from their sales- 
men in various parts of the country 
indicated steady buying by retail mer- 
chants, but in small quantities. The 
consuming public confined its pur- 
chases to necessities, but bought freely 
when shoes were offered at attractive 
prices, indicating strong underlying 
buying power. 

The great majority of smaller local 
shoe dealers reported steady but mod- 
erate buying and seem inclined to be- 
lieve that fall is almost certain to see 
a favorable upswing. 

Larger department store shoe sec- 
tions and leading independents are ad- 
vertising their final mark downs and 
rapidly drawing their semi-annual and 
summer sales to a close with the offer- 
ing of broken and odd sized lots, to 
make way for the new fall shipments 
which are fast arriving. 

Important buyers returning from 
eastern markets report volume pur- 
chases of black and brown suedes, thus 
confirming the advance prediction of 


Women’s Feet Larger; 


Athletic Age Cause? 


San Francisco, Cal. (UTPS)— 
Says Max H. Sommer, of Sommer 
& Kaufmann, Inc., San Francisco, 
in commenting upon the appear- 
ance of several lines of long, thin, 
more aristocratic-appearing foot- 
wear for milady. 

“The American woman’s foot is 
tending toward the English type. 
In the last few years we have had 
to shift our size schedules en- 
tirely. It is our opinion that an 
athletic age for women is the 
cause. The actual increase is 
from one and a half to two sizes. 
Shoes for women in former days 
ran down into the children’s sizes 
of 124%, and 13, and women’s size, 
1%. Now, many of the most 
fashionable women don No. 9’s, 
10’s, and 11’s and 11’s in women’s 
lasts.” 


Boot & SHOE RECORDER that the suedes 
would be prime favorites in late fall 
footwear. 

Already, many bright, new autumn 
styles are displayed prominently. The 
Wolock & Bauer Salon presents one of 
the smartest, advance fall shoes in a 
satin-smooth, three eyelet side tie of 
black glove kid. It is hand made, with 
an underlay of white beneath its deli- 
cate pin-hole scroll on the vamp and 
quarter. It is featured with a bag of 
envelop design, to match. 

A notable tendency this year is the 
wide use of reptile for appliques, nov- 
elty stays, foxes and tips. Few allover 
snakeskins are seen, but alligator is 
rather good. Shiny patent is finding 
increasing use in popular pumps. 
While blues, greens and wines have 
some call, the modest colors are far 
in the lead. Patterns therefore, must 
be attractive and smart to gain real 
attention. 

For the fall golf enthusiast, to 
replace black and white or brown and 
white worn during the summer, there 
is being shown brown and tan calf, 
singly and in combination. The heavy 
moccasin type is quite popular with 
men. For spectator and club house 
wear, buck or brown suede in combina- 
tion with calf of the same color, seems 
to be quite a favorite. 

The present outlook for fall and 
winter is good and most shoe men in 
this district have gained confidence in 
the past month, which showed firmness 
well above their expectations, thus 
buoying the hope that good times are 
not far distant. 


Hold Annual Outing 


BALTIMORE, Mp., Aug. 19 (UTPS)— 
Employees of the Forsythe Shoe Cor- 
poration in Baltimore and Washington 
attended the annual outing of the or- 
ganization held at Lake Hopatcong, 
N. J., on Aug. 17. The employees from 
the two cities made the trip by bus. B. 
Rosenberk, manager of the Baltimore 
store; H. F. Smith, Washington, and 
P. P. Polati, district manager, com- 
posed the committee in charge. 
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MADAME 


SCHUMANN-HEINK 


- world’s best-beloved prima donna 
will be exclusive Guest Artist of 


JETTICK 


MELODIES 


EVERY SUNDAY EVENING 
THROUGH 1930 


WJZ and 42 
associated stations 


ENNA YOU NEED ENNA 
JETTICK NO LONGER  JETTICK 

BE TOLD Songbird 
THAT YOU 
“HAVE AN 
EXPENSIVE Stations 


AUBURN, N. Y. 


FOOT - 


AAAAA to EEE-Sizes 1 to 12 


DUNN & McCARTHY, INC. 
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International Newsreel Photo 


Believe it or not, this shoe was made from materials once valued at $10,000,000. Miss 
Jesse Belle and Miss Ellis Chrisman are shown with the huge pedal covering that was 
made from ten million of the old dollar bills. It was used in the American Legion 
parade in Washington, D. C., by the Post of the Bureau of Engraving and Printing 


=} 4, >) SRA 


To Distribute Rubber Line 

Los ANGELES, CAL.—Stewart-Dawes 
Shoe Company of Los Angelés has been 
designated as exclusive distributor of 
the “Top Notch” and “Grips” lines of 
the Beacon Falls Rubber Shoe Com- 
pany, Beacon Falls, Conn., in the ter- 
ritory comprising Southern California 
and Arizona. The Stewart-Dawes or- 
ganization will cover Paso Robles on 
the Coast, Fresno in the San Joachim 
Valley and the territory south of these 
communities. 

Stewart-Dawes Shoe Company spe- 
cializes in the distribution of quality 
footwear for various nationally known 
manufacturers. The Beacon Falls lines 
which have just been added are made 
especially for and sold by independent 
dealers to permit them to merchandise 
at a profit with protection from price 
competition. 

Salesmen of Stewart-Dawes Shoe 
Company are now showing the “Grips” 
line for spring, including “Gripsure” 
numbers and other athletic and sports 
shoes. A complete stock will be carried 
on the floor at the company’s headquar- 
ters in Los Angeles. 


Browns Gain in Peabody 
Tanneries 


Preasopy, Mass.—Browns are gaining 
over blacks, according to tanners who 
ought to know. ‘That’s true on both 
grains and suedes. The baby alligator, 
that has been in the cradle for quite 
some time, is now getting to be a lusty 
factor in the field of footwear fashions. 
Yet lizards hold strong. The produc- 
tion of kid never was larger in this 
section. 

It looks as if side leather, made from 
cow hides, were gaining in popular 
grades for men. There’s a brisk de- 


mand for water resisting calf, for sport 
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shoes for fall, especially shoes to be 
worn to the football games. And the 
other day along came an inquiry for 
a special line of leather for shoes to be 
worn in the oil fields. Tanning is an 
ancient art; but always is it turning up 
something new and interesting. 


Big Business on Blacking 


Lynn, Mass.—One thing leads to 
another, and that’s the way business 
is built up. After the fashion of black 
footwear comes a demand for blacking 
for shining shoes. The International 
Shoe Polish Co. of Lynn, is having a 
record high demand for black polishes 
and dressings, and is making more of 
the same than ever. “There’s economy, 
as well as style, in well shined shoes,” 
says the polish man. “Shine’m up day 
by day, and they’ll wear better week 
by week.” 


51 Years in Leather 


Boston, Mass.—Lester M. Dorr is 
retiring from the staff of the A. C. 
Lawrencé Leather Co. after 51 years in 
the leather trade, 27 of which he has 
spent in the chrome leather department 
of the A. C. Lawrence Co. He has 
seen hides as low as three cents a 
pound, and leather at six cents a foot, 
as well as high as 58 cents for hides 
and $1.25 a foot for chrome patent 
leather. 


New High on Kid 


Lynn, Mass.—The Agoos tannery 
here is making 250,000 feet of kid per 
week, enough for at least 125,000 pairs 
of women’s shoes, and this is a new 
production record for the plant. About 
75 per cent is for the domestic trade, 
and the remainder for export. Browns 
and blacks make up the bulk. 


for your customers 
with broken arches 


This Arch Support Insole is not 
an appliance but is built right 
into the shoe. Made of firm 
leather, perfectly fits the bottom 
of the foot, gives extra support 
under the longitudinal arch 


structure and also supports the 
metatarsal arch. It can be had 
in any number in the Musebeck 


S04—Black Mellow Calf ....... $4.85 
S05—Benz Brown Kid 


S060—Evans Black Ruby Kid...$4.85 
S$065—Benz Brown Kid 5.20 


SO70—Evans Black Ruby Kid...$4.85 
8075— Benz Brown Kid 5.20 


Terms: 2% 20 Days, 30 Days Net 


MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 


A Ten Million Dollar Shoe | 
IVE) | 
| 
WALLSTREET 
= 
Ad, 
S06—Evans Black Ruby Kid .... 4.85 
—, \ COMBINATION 
a> 
> ORTHOPED 
—S 4 
41 


The Executive 


WEARS UNITED CUSHION 
HEELS 
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| PRESTIGE... 


on the finest shoes 


This modern heel appeals 
to the wide-awake man of 
business. Its scientific core 


construction and clean un- 


broken style lines mean 
even more to the well- 
dressed man of affairs than 


its extraordinary service. 


CUSHION 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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WHERE TO BUY 


“HIGHEST GRADE ONLY” 


AST WEYMOUTH.MASS.U 


50 STYLES IN STOCK 

EMERSON SHOE MFG. 
ROCKLAND, MASS. 

WRITE TODAY FOR CATALOGUE 


co. 


STEADY PROFITABLE 
WANTED. 


BION F: REYNOLDS BROCKTON MASS 


BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


W. COOK, 
Syracuse, 


President 
N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 


Stacy Adams Co. 


Manufacturers of 


MEN’S FINE 


Improvement in 
Buying Noted on 
Better Grades 


LyNN, Mass.—A little more weight 
to the soles, a little more height to the 
sides and a little more room in the toes 
—that’s the way Lynn shoes are going 
just now, as the making of goods for 
October sales begins. eet, sensitive 
extremities of the human anatomy, will 
need a little more protection when Jack 
Frost comes along as hungry as a bear. 
Open shanks are being closed up. So 
are the ventilating ports, of pepper box 
formation, that air cooled shoes in sum- 
mer. Applique trims add another layer 
of leather for foot protection as well as 
foot looks. 

Ties are the fashion. Most of them 
have three eyelets. A shoe securely 
fastened with a string supports the foot 
as it pounds the pavements, and so the 
owner keeps on walking and wearing 
out leather. The new heels of built 
up leather are recommended as an aid 
to walking, as well as a means to style. 
It looks as if better shoes were wanted. 
Anyway, the makers of the finer grades 
are getting more and more orders. It 
must be that clerks are fitting more 
shoes right, for the last makers are 
certainly making more lengths and 
widths. The greatest room in the world 
is the room for improvement, and the 
Lynn shoe trade is in it. 


Boulevard Heel Featured 


KANSAS City, Mo. (UTPS)—In ac- 
cordance with their usual custom of 
clearing out their entire stock of shoes 
at the close of a season, Harzfeld’s, 
Petticoat Lane, held a mammoth shoe 
sale here during the first few days of 
the week. Daytime, evening, sports and 
spectator sports shoes, ranging in price 
from $27.50 to $12.50 sold at a stand- 
ard price of $5. 

The sale gave place for their new 
fall line, in which they are featuring 
the “boulevard” heel. It is a sixteen- 
eighths heel, striking a medium be- 
tween the “spike” and the “cuban.” 


Penny a Pair Sale 
Attracts 


KANSAS CITY, MO. (UTPS) 
—During the Palace Clothing Co.’s 
semi-annual basement store clear- 
ance sale here Aug. 14-15, more 
than 150 pairs of ladies’ and 
misses’ shoes were sold at lc. a 


to $5.85 were put 
on this special sale at $3.85 and 
for an additional penny the pur- 
chaser could buy two pairs of 
shoes in place of one. 

The sale attracted a_ large 
crowd and more shoes were so 
than during any other type of 
basement shoe clearance sale the 
company has launched, accord- 
ing to buyer. This 

e seco sale. 
other, a sale, 
was a@ success. 


| ceptance by the local public. 


heels are due for a run of 


Dr. Lelyveld Confirmed as 
President of Podiatrists 


New YorK—At 
a meeting of the 
executive council 
and affiliated soci- 
eties of the Na- 
tional Association 
of Chiropodists- 
Podiatrists, held at 
the association’s 
headquarters Au- 
gust 16, the name 
of Dr. Joseph Le- 
lyveld of Rockland, 
Massachusetts, was 
confirmed as president of that organ- 
ization. Dr. Lelyveld was elected to 
the presidency by the House of Dele- 
gates at the annual convention of the 
National Association at Detroit, Au- 
gust 5th. 

Besides holding the office of presi- 
dent of the National Association of 
Chiropodists-Podiatrists, Dr. Lelyveld 
is also president of the Massachusetis 
Podiatry Association and Executive 
Director of the National Association 
for Foot Health, as well as Clinician- 
in-Chief of the Foot Clinics of Boston. 
His practice is in Rockland, in which 
town he maintains a residence. 

For several years he has been direc- 
tor of the Bureau of Educational Re- 
search for the National Association of 
Podiatrists and is a leader in promot- 
ing foot health and creating interest 
in walking. He has addressed several 
N. S. R. A. conventions and co-oper- 
ated actively with the shoe trade. 

Dr. Lelyveld is also chairman of the 
Rockland Chapter American Red Cross 
and prominently identified with the 
Rockland Kiwanis Club. 


Brown, Blue and Black Favored 
in Des Moines 


Des Moines, Iowa (UTPS)—Early 
demand for fall styles indicates brown, 
the leader, will be closely followed by 
dark blue and black kid, according to 
M. R. Baldwin of the shoe department 
at L. Oransky and Sons’ department 
store. Chilly days for the past ten 
days have brought an influx of fall 
shoppers to the stores, and their com- 
ing proved welcome. for summer shoes 
had been thoroughly cleaned from the 
shelves. 

A surprising trend noted this sea- 
son at a number of stores was the 
stocking up on white shoes at the very 
end of the season by persons who de- 
clared they planned to save them for 
next summer, an indication of contin- 
ued popularity of whites next year in 
this section. 

Reptile trims in the new footwear 
in brown and tan effects are being 
shown profusely, and further, they are 
appearing on downtown streets in 
large numbers showing their ready ac- 
Kid and 
suede in combination is being largely 
shown. A new tendency this coming 
season, according to Mr, Baldwin, is 
the lowering of the heels in dress shoes, 
the extreme high altitude being re- 
duced a fraction of an inch. Spanish 
pularity. 

While the fall shoes are just begin- 
ning to be sold in any quantity, num- 
bers of prospective customers are ap- 


pearing to see the new fall styles. 
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A REAL SUBSTITUTE | LININGS 


THE NEAREST APPROACH , 


~ 
ie UNEQUALED FOR QUARTER LININGs ! ! 
Mf’d. Under 
reld ‘ U. S. A. Pat. 
tis ONG time custom prompts the wearer April 4, 1922 
ive 
ion of shoes to expect leather-like appear- 
on ance in the linings of their footwear. A FOR 
substitute that offers the nearest approach QUARTER 
Re to leather is bound to get the most satis- LININGS 
ot- factory results—especially if it combines 
est 
val workability, durability and economical 
7 performance with the quality of perfect 
appearance. 
she 

Durakalf is at all times a quality product. 
” It cuts clean without waste and can be cut 

with knife or die in multiple. 
ly Samples, prices and complete information 
b 
rd furnished on request. 
nt 
i 
RESPRO Ine. 
a PROVIDENCE, RHODE ISLAND, U. S. A. 
ne 
ry 
AMERICAN REPRESENTATIVES 
n- New York City INC. - - - © «© + © «© «© Ave. 
in Philadelphia, Pa. LUTHER 8S. NEWELL - - - - - - = = 40 North Fourth St. 

St. Louis, Mo. JULIUS GLASER & CO.- - - - - - = = 1709 Washington Ave. 

iT Cincinnati, Ohio J. LEVY SONS - - - - - - - += = = 107 East Third St. 
Milwaukee, Wis. K. 0. SCHNEIDER - 630 East Water St. 
je Rochester, N.Y. ELMER W. DAY - - - - - - - = = = 24 Andrews St. 
in Haverhill, Mass. BAILEY & BAYLEY « 
4 CANADIAN REPRESENTATIVE 
y A. G. MOONEY, LTD. - - 361 8T. PAUL ST.,WEST - - - MONTREAL, P. @. 
g REPRESENTATIVES FOR GREAT BRITAIN AND COLONIES EXCEPT CANADA 
Is LIVINGSTON & DOUGHTY, LTD. - - MILLSTONE LANE - - LEICESTER, ENG. 
“ CENTRAL EUROPE REPRESENTATIVE 
h ALBEKO,G.M.B.H., - - - - - . Frankfurt a/M, Germany, and Vienna, Austria 
AUSTRALIAN REPRESENTATIVE 
‘ BRYCE & DUNCAN, PTY. LTD. - 345 Hoddle St. - Collingwood, N-9 - MELBOURNE, AUSTRALIA 
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Men’s Shoes 


WHERE TO BUY 


ROBERTS 


ROBERTSON SHOE 
MINNEAPOLIS 


WHERE TO BUY 


Women’s Shoes 


TURN 
SLIPPERS 


COMFORTS 
BOUDOIRS 


ON 


Retail $1.95 to $3.00 Write for samples. - 


co. 
MINN. 


NS 


Write 
BIARRITZ SANDALS, 
} 33 West 27th St. 


IN' 
New York 


ic 


FOR 


IN Buffalo, 


VOCUSHION SHOES 


WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
N. Y. STOCK 


WHERE 


Store Fixtures 


| 


HALE YOU A COPY OF THE 


and STORE INSTALLATIO 


GOODWIN & CO. Ine 
Woreester, Wass 


TO BUY 


NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 


| 
| 


WHY MORE LASTS? 


One Answer Is That Shoe Stores 
are Fitting More Shoes Right 


LyNN, Mass.—How is it that last 
makers are making more lasts when 
shoe makers are making fewer shoes? 
This looks like a puzzle. The fact is 
plain enough that the last shops are 
busier, some of them being even on 
overtime. Yet the shoe buyers are not 
working overtime to sign orders on 
the dotted line. And lasts wear longer 
than ever. Only a few get broken or 
damaged in service, and most of them 
are fixed up by the repair men and 
made new again. 

One answer is that stores are fitting 
more shoes right, especially popular 
price lines of women’s shoes. Time 
was, and it’wasn’t so very long ago, 
when many a maker of popular price 
shoes bought all his lasts in C widths, 
and lasted them up to B widths and 
down to D widths. He got three 
widths from one last, a thrift in foot- 
wear that might have been good 
enough for those days, but isn’t toler- 
ated by the good standing shoe firms 
of today because it would wreck a lot 
of feet, all consumers of good shoes. 
The present practice, approved by all 
firms in the good standing class, is to 
buy a full set of lasts, in widths A, 
B, C and D, and to make shoes on 
them true to measurements. 


Making Trip Through 
Middle West 


Otto Newman, 
American __repre- 
sentative for Eis- 
enstein - Hermann, 
shoe manufactur- 
ers of Prague, 
Czecho-Slovakia, is 
making an exten- 
sive trip through- 
out the United 
States and is now 
calling on the vol- 
ume trade through- 
out the Middle 
West. Eisenstein- 
Hermann manu- 
facture a unique line of braided shoes 
in McKay and Woven Soles, which re- 
tails from $4 to $7.50. According to 
Mr. Newman, everything in the Eisen- 
stein-Hermann line is woven by hand. 


Newman 


$50,000 for a Finish 


PEABODY, Mass. — Style is 
looks, and strength is fiber, and 
the grain marks them both. Just 
look. at the pores in the leather. 
It tells the story of the pelt, the 
same as marks on rocks tell the 
story of the earth to geologists. 
A new finish is being brought 
out, to make the grain look 
finer, as well as to make the 
leather wear long. It cost $50,- 
000, which gives a bit of an idea 
of the money that the leather 
trade is putting in to research 
these days. 


Bernstein Wins at Golf 
Tournament 


New YorkK—Max Bernstein won the 
low gross prize in: the Shoe and 
Leather Association golf tourney over 
the Hillcrest Golf Ciub course in Ja- 
maica August 21. Bernstein’s 77, 6 
above par, was eight strokes better 
than the 85 turned in by J. F. Fitzsim- 
mons. Third low gross prize was 
taken by B. Lewis, with 87. 

Three prizes were awarded for low 
net scores, R. T. Parker, with 88— 
21—67, winning honors. W. F. Kolke- 
beck, who had 88—18—70, was second, 
while Jesse Adler, with 104—32—72, 
won third prize. 

Two birdies were included on Bern- 
stein’s prize-winning card, one on the 
par-5 first hole and the other on the 


par-4 tenth. 
The scores: 

88—21—67 
W. F. Kolkebeck ........ 88—18—72 
Max Bernstein .......... 77— 5—72 
87—15—72 
91—18—73 
J. F. Fitzsimmons ....... 85—11—74 
89—15—74 
87—12—75 
93—18—75 
101—25—76 
103—23—77 
102—24—78 
98—18—80 
98—18—280 
S. G. ..... 107—27—280 
M. C. Seaman dr. ......;. 106—24—82 
114—32—82 


Clearing House on Legislation 
Affecting Retailers 


CoLumBus, OHIO (UTPS)—In order 
to improve its system of handling legis- 
lative matters affecting retail stores, 
the Ohio Council of Retail Merchants 
has authorized its headquarters staff in 
Columbus to establish what may be 
styled a national clearing house for 
data concerning retail legislative prob- 
lems in various States. The Ohio 
Valley Retail Shoe Dealers’ Associa- 
tion is a component part of the Ohio 
Council and through its secretary C. 
E. Dittmer is taking a prominent part 
in the establishment of the clearing 
house. 

George V. Sheridan, director of the 
Ohio Council of Retail Merchants is 
now presenting to retail secretaries in 
other States a plan for an informal 
organization without officers and with- 
out dues, to clear through his offices 
a digest of the various legislative mat- 
ters which wili come up in about 40 
States during the coming winter, in 
which legislatures are scheduled to con- 


ene. 

“State legislation is by no means 
local in its effect,” Mr. Sheridan 
pointed out today in commenting on the 
new plan. “Kentucky passed a gross 
sales tax at the last session of its legis- 
lature. Immediately the next legis- 
lature which convened (Louisiana) 
undertook consideration of an exactly 
similar bill. If this tendency is not 
stopped, retailers throughout the coun- 
try will be made the object of outra- 
geous specialized taxation raids when 
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“A MAN’S DECISION” 
THE 
| Men’s 
Fine 
Shoes 
SHOE | 
Boston—183 Essex Street Shoe Co. 
N. Y.—915-917 Marbridge Bldg. Mass. 
| 
| 
> 
TAPS 
made right— 
3 
7 Ultra-Smart Sandals | 
ee: Complete color | 
combinations SS 
Unusual 
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Style No. 126—84.50 
Black Ruby Kid (Dull Finish) One-Strap. 
Salem Last. 16/8 Heel. In Stock AAA, AA, 
A, B, and C. Stocked also in Mode Beige. 


Style No. 170—83.75 
Black Ruby Kid One-Strap. Newport Last. 
14/8 Heel. In Stock A, B, C, and D. 
Stocked also in Patent Leather. 


Style No. 187—83.85 
Black Ruby Kid Tie. Newport Last. 14/8 
rubber In stock A, B, C, and D Auburn. 
Stocked also in Spanish Brown Kid. 


AUBURN, ME. 
(Factory and In-Stock Dept.) 


Style No. 138—83.85 
Black Ruby Kid Tie. Newport Last. 15/8 
Heel. In Stock AA, A, B. C, and D. Stocked 
also in Spanish Brown q 


Style No, 236—83.85 
Black Ruby Kid Two-Strap. Center Buckle. 
Newport Last. 15/8 Leather Cuban Heel. 
In Stock AA, A, B, and C, St. Louis only. 


Style No. 253-—83.60 


Black Ruby Kid (Dull Finish) Regent Opera. 
Salem Last. 17/8 Heel. In Stock AAA, AA, 


TURN SHOE SPECIALISTS 


The Modern 
PROPHYLACTIC SHOE 


A complete line of dress and semi-dress turns, in white, black, and the popular Fall colors, 
to sell from $6 to $8.50. Staple merchandise with more than usual element of profit, built to 
satisfy today’s demands for light arch supporting footwear. Dainty, dressy ties, straps, operas, 
step-ins, and gore pumps. Built of high-grade leathers, with thin-edge shanks, nine iron fine 
oak soles, right and left moulded counters, and nature-shaped heels. Every number made on 
Coordinated Lasts and Patterns, giving sample size fit and appearance in every size and width. 
Instock at St. Louis, and Auburn, Maine. Send your order to the nearest office. 


Style No. 193-—83.60 
Black Ruby Kid One-Strap Cut-out Pump. 
Belmont Last. 14/8 Heel. In Stock A, B, 
C, and D. Stocked also in Patent Leather. 


Style No. 125—84.35 
Black Ruby Kid One-Strap. Newport Last. ' 
15/8 Wood Heel. In Stock AAA, AA, A, 
B, and C. Stocked also in Spanish Brown 
and Mode Beige. 


Style No. 234—83.85 
Black Ruby Kid One-Strap. Center Buckle. 
Newport Last. 15/8 Heel. In Stock AA, A, 


AULT-WILLIAMSON 
SHOE COMPANY 


Manufacturers of Constant Comfort and the Modern Prophylactic Shoes 


ST. LOUIS, MO. 
(In-Stock Dept.) 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 


MEN’S FINb 
HAND TURNED 
SLIPPERS 
Manufactured 

Prices by . 
$2.15 fo $3.50 W. S. CHASE & SONS 


Mass. 
Besten Office: Room 501, Statler Bldg. 


Samples and prices ruins Slippers. 


on known. 
SWAN SHOE Baltimore, Md. 
New York Office—Room oot. Marbridge Bidg. 


An Absolute Fact 


HORC 


SLIPPER 


HORCO SLIPPERS are made better 
sell any other 
pers on et i popu- 
lar price class. 
Catalog on Request 


VINCENT HORWITZ CO., Inc. 
64-76 West 23rd St. New York City 


Model Shows Monster Hide 


if some fair customer wanders into your 
store and asks for the latest thing in 
Corythosaurus Cosuarius, here it is. It 
is a replica of the skin of a dinosaur 
that roamed through North America cen- 
turies ago. An impression of the skin 
of one of the monsters is preserved in 
a New York Museum and has been 
duplicated by the manufacturer who is 
placing it on the market. 


Analyzes Trend 
of Hide Market 
Over 40 Years 


Boston—An interesting survey of 
the trend of the hide market has been 
compiled by Owen C. Howe, of Sands & 
Leckie, Boston, for the New England 
Shoe and Leather Association and is- 
sued in the form of a bulletin by that 
organization. 

‘For the past forty years,” observes 
Mr. Howe, “the hide market has made 
a peak on an average of every three 
years and two months. The last peak 
was in April, 1928, when packer light 
native cows touched 26c., and the next 
peak is due about June, 1931, possibly 
a month sooner or later. In 1922 the 
peak was 19c., after a straight rise 
from 10c. in the same year. In 1925 
the peak was 16c., after an irregular 
rise from about 9c. in 1924. The peak 
of 26c. in 1928 was after almost a 
straight rise from 13c. in 1927. 

“The price of light native cows is 
now 10c. to 10%c. It is possible prices 
may go a little lower. ut according 
to the law of averages it cannot be 
many months, or perhaps weeks, before 
the trend of the market wiil turn u 
— toward the peak which is due in 

“As the hide market is a world-wide 
proposition it is not possible to lay 
one’s finger on the fundamental reasons 
for its rise and fall. However, it is 
interesting to note that charts show 
that it rises and falls approximately a 
year ahead of general business. 

“Influences, such as putting on or 
taking off of a tariff on in. ap- 
parently affect the general trend of the 


market very little, and the immediate 
effect is not as anticipated. It was ex- 
pected in 1909, when the tariff was 
removed, that hides would be cheaper, 
but they advanced. The tariff of 1930 
was expected to raise the market, but 
prices declined. Any increase in the 
kill of cattle and supply of hides does 
not necessarily mean lower prices for 
hides, because the demand for leather 
is usually better at that time. 

“Of late years the use of substitutes 
for leather has been thought to be a 
considerable factor in determining the 
trend of the hide market, but it rose 
and fell just the same before there 
were any substitutes worth mentioning. 
One temporary consideration is the fact 
that hide imports during the past two 
months are only about half what they 
were for the two months prior to the 
imposition of the duty. Another con- 
sideration is that cows killed as a re- 
sult of the drought won’t have calves 
next spring. However, no one influence 
by itself can lead to any scientific con- 
clusions regarding the trend of the 
market, and to sum up all the influences 
seems impossible as yet. Apparently, 
the best guide would be to assume that 
the market will continue to do what it 
has done for the past forty years, 
—that is, make a new peak on an aver- 
age every three years and two months.” 

Below is a comparison of hide prices 
Ha 1913 and current prices of 


1913 1930 
Light native cows....... 18% 10/1015 
Branded cows.......... 18% 10 
Native steers ......... 19% 13% 
Butt branded steers....18% 13% 
Colorado steers ........ 18% 13 


Heavy Loss from Fire 


WoopLAND, CAL. (UTPS) — S. A. 
Cooper, who conducted the shoe store in 
The Vogue, recently destroyed Wood- 
land department store, estimates his 
loss at about $12,500. Aside from his 
fire insurance, Cooper was protected 
through a “loss of occupancy” policy. 
Henry J. Bush, proprietor of The 
Vogue, and S. M. Griggs, owner of the 
building that burned down, announce 
that the structure will be rebuilt at 
once and the store reestablished. 


Manufactures Beach Sandals 


SAN FRANcIsco, (UTPS)—Cal- 
ifornia Sandal Company has been or- 
ganized, with J. Cox as manager, and 
is manufacturing beach sandals of all 
kinds for men, women, and children. 
The firm occupies one floor at 527 
Howard Street and at present is pro- 
ducing 250 pairs a day. Mr. Cox states 
he was formerly connected with the 
shoe divisions of the Hood Rubber 
Company and Sieberling Rubber Com- 
pany. 


A. J. Blinn Stricken in Hotel 


MIDDLETOWN, OHIO (UTPS)—A. J. 
Blinn, aged 62, a prominent shoe re- 
tailer of this place who also operates 
a store in Xenia, Ohio, was stricken 
with cerebral hemorrhage the 
Henry Clay Hotel, Lexington, Ky., 
where he went for a rest. He was 
found unconscious on the floor of his 
room when he failed to appear for his 
meals. He recovered slightly but is 
still in a serious condition. 
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IN-STOCK In Brown-Black and 
MEN’S OPERA Combining style with 
SLIPPERS 
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| 
Boston Office: “ { 
207 Rosex St. 4 | 
1930 
a + ABBOTT SHOE CO. + 


WALK:OVER'S New Russet Browns 


in harmony with the new fall woolens 


Just as brown promises to have a greater season in suits...so will it have a greater one in shoes. The 
new russet brown leathers of Walk-Over shoes...rich, dark, distinctive browns...make them the 
logical “extra pair” sale whenever customers show an interest in the new fall woolens...For early 
selling the WARWICK (as illustrated) will appeal to men who want plenty of tread and comfort 
for their toes. It is deep through the throat and the sole extends in a substantial swing which 
prevents the foot from “running over” on the side. Made of heavy imported calf in one of the 
new rich russet shades of brown. The WAR WICK is in-stock for immediate delivery. No. 3639. 


There are a few open towns in which the Walk-Over franchise is available, 
Address: GEO. E. KEITH COMPANY, Campello, Brockton, Massachusetts 


diate 
aper, 
be a 
30 | 
A. 
in 
od- 
his 
his 
ted 
cy. 
“he 
the 
nce 
at 
Is 
al- 
nd 
all 
on. 
27 
es 
he 
er 
n- 3 
d. 
e- 
eS 
is 
Boot anD SHOE RECORDER 
Tt) combining THE SHor RETAILER, Aug. 30, 1930 55 


WHERE TO BUY 


Men’s & Women’s 
Slippers 


* 


CUSTOMERS 


* KENDALL 


* KENDALL SHOE COMPANY 


Oatel 
IN STOCK 


EVANS SON CO., Wakefield, 


WHERE TO BUY 
Pullman Slippers 


PULLMAN SLIPPERS 


Blue, green, black, tan and red 
carried in stock. Write for samples. 


LYONS & COMPANY 
122 Duane Street, New York City 


WHERE TO BUY 
Work Shoes 


SALES OFFICE 
Lincole Street, Boston, Mass. 


Goodwill Shoes 


“For Hard Service and LongWeat" 


Holliston Mass 


werk and Service Shoss In Stock 


Coon-Sanders and their Night Hawks, who will again be on the air with the 
Florsheim Shoe Frolic on Tuesday evenings at 7:30, Chicago Daylight Saving Time 


Florsheim Radio Frolic to Be 
Resumed 


CHIcaco—Coon-Sanders famous 
dance orchestra, which scored such a 
tremendous national success last Winter 
with radio listeners in all parts of the 
country, will be featured again on a 
new edition of the Florsheim Shoe 
Frolic every Tuesday night at 7.30 
P. M. (Chicago Daylight Saving Time) 
starting September 2nd. The program 
will be broadcast over a wide network 
of National Brcadcasting Company 
stations. 

Although Coon-Sanders and their 
Night Hawks are real radio pioneers, 
having been featured on the air from 
individual stations for almost ten 
years, last season was the first time 
they had appeared on a national net- 
work of stations. The enthusiastic re- 
ception that greeted them and the in- 
creased following that they found 
marked them as an outstanding na- 
tional radio feature. 

With the beginning of the new sea- 
son, the Florsheim Shoe Frolic will 
originate in the world’s largest and 
most modern radio studio at the new 
Chicago headquarters of the N. B. C. 
This studio, which is virtually a small 
ballroom, is one hundred by seventy- 
five feet with a twenty-six foot ceiling, 
and besides being the most pretentious 
is one of the most beautiful in the 
world. The studio is virtually a room 
within a room, being constructed with 
floating floors, walls and ceilings. A 
specially constructed lighting system, 
never used in commercial lighting be- 
fore, illuminates the studio with the 
clarity of sunlight. Artificial refriger- 
ation that keeps the studio at an even 
temperature Winter and Summer and 
other features go to make for perfect 
broadcasting conditions. It is perched 
atop the Merchandise Mart, Chicago. 


Opens New Store 


MADISON, Wis—The  Better-Fit 
Bootery has been opened here by Jo- 
seph P. Beck. Mr. Beck was formerly 
connected with the Excelsior and Schu- 
macher shoe companies for many years. 


Compo Shoe Machinery Corp. 
Wins Compo Trademark Cases 


WASHINGTON, D. C.—A lengthy de- 
cision on the trademark Compo for 
shoes by the First Assistant Commis- 
sioner of Patents to whom the case had 
been appealed reads in part as follows: 

“This case comes on for review, on 
appeal of Bresnahan Shoe Company, 
Compo Shoe Machinery Corporation, 
assignee, substituted, respondent, of 
the decision of the examiner of trade- 
mark interferences sustaining the peti- 
tion filed by United Shoe Machinery 
Corporation, and recommending that 
the registration be cancelled. 

“The respondent obtained registra- 
tion No. 246,775 issued Sept. 11, 1928, 
on an application filed April 11, 1928, 
of the notation ‘Compo’ as a trade-mark 
for boots and shoes of leather, fabric, 
and combinations thereof. 

“A reading of the entire record of 
petitioner shows that the only use it 
ever made of the word ‘Compo’ prior 
to the adoption of the mark by re- 
spondent was in a few communications 
between officials of petitioner corpora- 
tion. These communications were not 
public, they had no relation to the sale 
or manufacture for sale of boots or 
shoes under such name, and, in fact, 
had nothing to do with any commercial 
activities in which the name was used. 
It is not believed these letters between 
members of the corporation establish 
any such use of the word as can form a 
basis for a holding of damage to peti- 
tioner by reason of the respondent’s 
registration. The law has long been 
settled that a petition for cancellation 
of a registered mark is dependent upon 
a showing of interest, of facts upon 
which damage may be predicated. 

“The decision of the examiner of 
trade-mark interferences sustaining the 
petition is reversed, the petition is dis- 
missed, and it is adjudged the registra- 
tion of the respondent should not be 
cancelled.” 

In addition to the registration for 
shoes, it was decided in two other cases 
that Compo Shoe Machinery Corpora- 
tion is entitled to registration of the 
trademark Compo for shoe cement and 


shoe cement solvent. 
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In the making room of many factories, 
on the shelves of well known jobbers 
and retailers—yes—on the feet of many 


wearers you'll find Genuine 


giving perfect satisfaction as the kind of 
quarter lining that is demanded in shoes 
today. 

We still have a buyer’s market and the 
buyer is taking few chances—he wants 
his money’s worth and that’s why more 


Genuine 3 is being used than 
any other similar product. The original 
and Genuine offer the safest quarter lin- 


ing to buy. 
Send for samples. 


STEDFAST RUBBER CO. 


MATTAPAN \ at BOSTON, MASS. 


No. 2 Plant at NORTH EASTON, MASS. Boston Office: 95 SOUTH STREET 
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Steck Ne. 500—Buck Sole.... 
F. 


WHERE TO BUY 
- Ballet Slippers 


The Famous Con- 
cave Arch Hard 
Toe Slipper, and 


Expertly Designed Misses & 

Women’s Children’s 
te 100—Regular ...... $1.50 $140 
200 1.90 


MALOTT SHOE CO., Manufacturers 
St., Chieage 


1915 Girard 


IN-STOCK 
BLACK KID BALLET SLIPPERS 
Ladiee—Misses—Childs, Soft and _ Hard Toe. 
PATENT AND KID 


TAP DANCING SHOES 
SOFT SOLE RHYTHM DANCING 
SANDALS 


all colers 
KID 
W. M. KILLORAN, Bex 1, Lynnfield, Mass. 


BALLET SLIPPERS—IN STOCK 

of the unusual kind 

Bik. Kid Tura 
Seft Tee 


Also Hard Toes 
SCHWARTZ &4 HERDER, Inc. 


11th St, Philadelphia, Pa. 


In Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 

BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 


Brown and Green Stand Out 


[CONTINUED FROM PAGE 19] 


sandal with rather broad strap rising 
from vamp-throat, crossing on the in- 
step and fastening with a single button 


on either side of quarter. Several of 


these sandals were bordered with col- 
ored kid, matching the flower design 
of the frock. ; 

While not being used as entire, un- 
trimmed pumps, black patent is with 
us again. At both the Drag and the 
Grand Prix there were a number of 
elegant women who wore patent, but 
always it was combined with kid in a 
contrasting color. The black and white 
shoe which never seems to be démodé 
was seen in a new model with patent 
vamps, patent heels; white shanks and 
quarters, white buckle and high, point- 
ed colonial tongue. Several pairs of 
these colonial pumps wre worn, but 
the ones described were the only black 
and white, and worn with a black and 
white satin ensemble, large black hat, 
faced white piqué, and white kid black- 
stitched bag. é 

Before I forget it, darker stockings 
are being worn entirely with all the 
black shoes—that is, a very thin gun- 
metal. With brown, blue or green shoes 
the stockings are dark brownish beige. 
Flesh, with all the light-colored eve- 
nings shoes, cobweb gunmetal with the 
black. White or rose beige with the 
white sports shoes, flesh or white with 
the light-colored afternoon shoes. The 
new openwork and lace stockings being 
shown in New York are still very ex- 


pensive here, so few of the French 


women are indulging in them. I am 
told that rather a heavy openwork 
stocking is being made for golf and 
tennis. 

Perugia has made an ankle shoe as 
an idea for something new this winter. 
The rumor is that ankle shoes are go- 
ing to be the smartest thing for walk- 
ing and simple city wear. This shoe is 
on the lines of the rubber shoes brought 
out in England two years ago, and only 
sold in Paris last winter. 
shoe will be made in all patent, or all 
colored kid with Cuban heels—at least, 
that is the present idea. It may un- 
dergo a change within a month, to meet 
dressmakers’ needs, or it may die a 
natural death—if the dressmakers do 
not feel that it will in some way en- 
hance the beauty of their creations. 

Célia, a small man who makes shoes 
for some of the smartest of young 
American women, among them the 
daughters of Clarence Geist, has a day- 
time pump in black kid trimmed with 
a red wide throat band which comes 
from the inside shank, passes over the 
vamp-throat, through a slit in the out- 
side vamp, and from the slit a band 

s to the heel seam. Heels are red. 
lia has other classic models in pumps 
to match ensembles: Brown antelope 
with throat binding and heels of beige 
kid, dark blue, light blue trimmed, etc. 
For evening he believes the pump will 
still be the smartest thing this winter, 
made of a color to match the frock, or 
a sharp contrast. 

At the Grand Prix a much-worn 
model was the brown kid, beige snake- 
skin trimmed, that is, heels of snake- 
skin and a flat snakeskin bow on the 
vamp-throat. There is no binding on 
this semi-sports pump, no matter what 
the color of kid. A few white lizard 
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The ankle- 


shoes trimmed with black patent were 
seen at the Grand Prix, and a number 
of black patent with white lizard heels 
and lizard bows. Then, too, there were 
a number of all white kid with white 
lizard heels and bows, and all black 
crépe de chine with patent heels and 
bows, rather a new idea. 

Many examples of saddle straps were 
seen at all the grand sporting events, 
and since at the Ritz (in the garden) 
and at the smart restaurants in the 
Bois. The most unusual of the saddle 
strap models was in emerald green 
(dark emerald) with light green heels, 
throat border running down center of 
vamps, and bordering the saddle strap 
which was in three tiers or double 
points, and laced over the instep with 
a cord kid. This particular shade of 
green is yg to be a good autumn 
and winter bet. The light touch indi- 
cates the tendency to the use of lighter 
frocks with the usual dark coats. 

Satin with the light chiffons has been 
seen, but crépe de chine is considered 
the smartest thing for dressy afternoon 
wear. When crépe de chine is too 
dressy kid shoes are worn. 

Despite the riot of color seen at the 
races and other events, the moment the 
women appear in the city, even at such 
places as the Ritz garden, they seem 
to get back to their uniform black, dark 
blue and all the gamut of beiges. As 
a concession this year, a number of 
white velvet hats are being worn with 
black frocks or suits, and the black 
shoes are lightly bordered with white. 
The day must indeed be suffocatingly 
hot for a true Parisianne to appear in 
light colors in the city. When we see 
a smart woman in light colors we may 
be sure that she is a foreigner. And 
as her dress so must her shoes be. That 
is why the Paris bottiers never keep 
a stock of colored shoes, and invariably 
make their models in black, beige or 
dark blue. Only such houses as Perugia 
and Greco dare to offer ultra modes for 
the inspection of their Paris customers, 
and both Perugia and Greco cater to 
the theatrical and artistic. or foreign 
be more than to the Parisian no- 

ility. 


Spotting Shoes for a Profit 


[CONTINUED FROM PAGE 31] 


people have the enthusiasm so essential 
in selling shoes. 

There are now many stylists who fol- 
low the leather trends very closely. 
These women are constantly touring 
the country contacting various manu- 
facturers and retailers. Why not write 
them and find out when they will be in 
your vicinity. They will gladly tell 
your salespeople what is anticipated in 
their tanneries and what their firms 
are producing. 

ether you agree 100 per cent or 
not is not the idea. We can all learn 
from other people, and even though we 
get just one thought it at least creates 
an issue, and when an issue is thrashed 
out many times an idea is evolved, and 
this in turn can produce promotional 
accomplishment. Big business is to- 
day paying real money for —. 
i , and many of these ideas are 
thought out by women. 
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KING 


ENAMELED 
SHOE BUCKLES 


and 
ORNAMENTS 


—Both Hard and Soft— 


& 


RETAILERS, 
TAKE NOTICE 


Your customers are not satisfied 
with the cheap buckles and orna- 
ments usually sold on even high 
grade shoes. Look at the window 
displays and decide for yourself. 
Are you satisfied with the cheap, 
unsightly buckles used? Don’t 
blame the shoe manufacturer. 
He will use good, well designed 
hard enameled KING buckles 
that harmonize with the shoes if 
paid the few cents per pair extra 
required to supply good buckles. 
You will please the customer 
and the manufacturer and make 
more sales if you insist upon get- 
ting suitable hard enameled 
KING buckles and ornaments on 
all grades of shoes. We make 
many beautiful styles costing 
only a very few cents per pair. 
Do not buy shoes with these de- 
signs of buckles unless they are 


stamped KING, because they are 
all design patented. 


C. G. KING & CO., Inc. 


Manufacturing Jewelers 


PROVIDENCE, R. I. 


SIMPLY 
WALKING 


ZW 


CONFIRMS THIS 
STATEMENT.... 


“Proper foot development 
from babyhood is essential” 


EARS of scientific study have 
been spent in developing the 
three Ideal lasts. Backing our 
opinion that Ideal Baby Shoes are 
the best is that of many leading 
Baby Specialists the country over. 


In order to help the merchant 
secure the business in his com- 
munity we have incorporated in 
our sales plan the many facts dis- 
covered during years of concentra- 
tion on Baby Shoes. The success 
of this plan is evident in the many 
merchants who are profitably sell- 
ing Ideal Baby Shoes. 


MRS. DAY’S IDEAL 


BABY SHOE CO. 
DANVERS, MASS. 
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WHERE TO BUY 
Spats 


To Retail at 
$1.45, $1.95, 


Sample orders of two dozen assorted from our stock 
will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. 


When ordering samples mention price range. 


GOLD SEAL, 722 B’way, N. Y. C. 


DUNHILL SPATS 
ALL 


STAR MF@. 
Howard and Norris Sts., Philadelphia 


$s 
> rite for 
Watch “Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 


a 
TAILOR 


GREATEST SPAT LINE 
OF THE INDUSTRY 
| Tatlored a ‘ttle nicer but nmriced consider. 
| IMPERIAL SPAT MFG Co 


DENVER 


Two Shops From One 


Lynn, Mass.—W. B. Rice Shoe Co. 
has taken additional space at 266 Broad 
Street and now is operating two fac- 
tories under one roof, one shop being 
for the manufacture of riding boots 
and sport welts, and the other for the 
making of street and dress shoes by the 
Rice methods. 


Make the Shoe Store Window 


a News Reel 


[CONTINUED FROM PAGE 27] 


just as beautiful as any in the heavens. 

ou ignore them because their indi- 
viduality is dimmed by the closeness of 
so many other stars. Your windows 
are no different. 

“Why do you want to put everything 
in your windows at once? Mainly to 
impress people with the variety of your 
stock, isn’t that it? But this is accom- 
plished better by showing something 
different every few days, rather than 
“was all the time. 

“You have heard preachers try to 
tell everything they knew in one ser- 
mon. And they bored you. You have 
heard others who made but one single 
point in each speech, but that plain and 
convincing. You liked them and came 
again. Your windows are no different. 

“Each window should express only 
one idea clearly and definitely. You'll 
agree twenty pairs will show your 
whole assortment under any one head. 
For instance, sport shoes, evening slip- 
pers, suedes, pumps, arch support shoes, 
browns, black kids, junior spike heels, 
staples, walking shoes, straps, reptiles, 
etc., as well as each price range. Every 
one of these is a distinct unit, impor- 
tant enough to deserve an entire win- 
dow, which, of course, should include 
hosiery and accessories in keeping. 

“Your window card should not be 
general, but must express some definite 
thought about the idea around which 
your display is built. Thus your win- 
dow becomes news.” 

“T’ll confess we hadn’t thought of 
all those varied angles,” Jim Bowman 
said. “Let me ask, do you think it 
safe to put price tickets on our top 
grade shoes?’ 

“And why not? Price is the first con- 
sideration in every mind. It’s a serious 
blunder to try to force people into the 
store to ask a price. If twelve dollars 
is too much when she’s outside looking 
in the window, it’s also too much if she 
comes in and asks. They like to see 
prices in the window. Then do it their 
way. In fact people are suspicious 
when they see anything in the window 
unpriced.” 

“Now, Mr. Bornoff, could you give us 
any rule as to the amount of light we 
should have?” Charley asked. 

“A bright window of twenty years 
ago is a dark window today. Stand- 
ards change. Right now a flush mount- 
ing ring reflector every twelve inches 
with a 100-watt bulb is considered am- 
ple. Doubtless in a few years we shall 
call that too dull. 

“People are moths. They like to 
bump their heads buzzing around the 
bright lights. Dullness repels them. 
Light is the cheapest sales aid known.” 

“Interesting suggestions,” said Jim 
Bowman. “Have you any others to 
offer?” 

“A display man always has,” laughed 
Bornoff. ‘ “First, be very henny about 
the appearance of your merchandise. 
No shoe should be allowed in the win- 
dow till it has stood overnight in a 
tree, after having the lining slightly 
dampened. If a strap inclines to sag, 
bolster it up with a hair pin arched 
up underneath it. 

“Never ‘stuff’ a shoe, although it is 
sometimes permissible to use a little 


paper loosely to hold it in shape. It’s 
not often you can lace an oxford to 
the top and have it look well. Once a 
shoe has been tried on, it is seldom suit- 
able for the window. Buy two 4B’s in 
every line and charge one to the win- 
dow, if you like. 

“Never be too lazy or too hurried to 
wear window sox and so save your 
—. Shoot the man who disobeys that 
rule. 

“Allow no advertising signs in your 

window but your own. Refusing all 
gets you in less trouble than any other 
way. 
“Don’t be tempted to use a ‘clever’ 
display that is not in itself a selling 
proposition. ‘Cute’ things in a show 
window are risky. You are shoe mer- 
chants, not entertainers. 

“Don’t be content to have your shoes 
and windows just clean. Have them 
immaculate. There’s a difference. To 
do that requires changing at least 
twice, preferably three times, a week. 
That’s work, but it makes folks say, 
‘Oh, let’s look at the shoes a minute,’ 
instead of, ‘Aw, come on, they al- 
ways have the same stuff in that win- 
dow.’ They want news. 

“Practically half your rent check is 
for your window space. The depth of 
your store makes only a minor differ- 
ence in the rent. So you see your 
windows are your most expensive ad- 
vertising as well as the most produc- 
tive. They are entitled to your best 
thought. 

“Most merchants insist, and rightly, 
that proper treatment of the customer 
inside the store is the greatest trade 
builder. But let no one forget that 
the customer must first be pulled off 
the street into the store before she can 
appreciate that fine service. Absent 
treatments don’t work. 

“The glare of sunlight on the side- 
walk makes windows hard to see 
ey as you know. A dark side- 
walk lessens this. It’s possibly a wild 
idea, but I predict in ten years all 
business sidewalks will be in attractive 
dark patterns, much like our present 
terrazzo work. The man who pioneers 
that in this town will get much favor- 
able publicity. It will be news.” 

Charley Bowman sighed heavily. 
“Speaking for myself,” he said, “it’s 
funny how wise a fellow can feel till 
someone comes along who really knows 
something. It’s all news to me.” 


Irwin David to Return Soon 
from Abroad 


New YorkK—In a telephone conversa- 
sation with his New York office last 
Tuesday, Irwin David, general mana- 
ger of the R. Stern Co., who is now 
in Czechoslovakia, advised his office 
that he would return to New York on 
a 4, arriving on the S.S. “Roose- 
velt.” 

The R. Stern Co. are importers of 
woven, molded and McKay sole sandals. 
According to Mr. David, he is return- 
ing from Europe with many new woven 
effects which he says will be in big 


demand for the spring and summer of 
1931. 
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Archetype—a combination of style and foot-health shoe that offers 
a remarkable opportunity for increased volume and profits. 

Designed to meet the requirements of the woman who demands 
style, but requires comfort and fit. They “please the eye” while 


“favoring the foot.” 


Your customers will like them, and once you have sold them 
regular 


Archetype shoes—they’ll be 


etype customers. 


-C. P. FORD & CO., Inc. 
Rochester, N. Y. 
DETROIT: Hotel Tuller, Mr. Ray Wegman 


CHICAGO: 1815 Republic Bldg., Mr. Ray M 
NEW YORK: Marbridge Bldg., Mr. Jack Galway 


Convenient Place 
to Buy— 


The Republic 


State at Adams 
CHICAGO 
The Home of the Following Shoe Firms: 


Harsh & Chapline Shoe Co. 
Huntington Shoe & Leather Co. 
Interstate Shoe Co. 

Johns Tilt Shoe Co. 

C. & A. Le Presti ; 

Marlboro Shoe Co. 

Marmon Shoe Co. 

Martha Washington Shoes 
McElroy Sloan Shoe Co. 


Chapline M " H. W. Merriam Shoe Co. 
Meyer Bros. Shoe Co. 


Chicago Theatrical Shoe Co. 

Commonwealth Shoe & Lea. Co. Some 

Copeland & Ryder Shoe Co. Natural Bridge Shoem : 

Craddock Terry Co., Inc. O’Connor & Goldberg 

Wm. G. Dodge Shoe Co. Paragon Slipper Mfg. Co. 

Dorothy Dodd Shoe Co. Thomas G. Plant Corp. 

Paramount Shoe Mfg. Co. 

R. L. Pennington Shoe Co. 

Prospect Shoe Co. 

Dr. Reed Cushion Shoe Co. 

E. P. Reed & Co. 

Schwarz Ruggles Co., Inc. 
Shoe Co 


Burlington Turn Shoe Co. 
The J. R. Burns Shoe Co. 
Burrows Shoe Co. 
Carlisle Shoe Co. 


Field Bros. Shoe Co., Ine. 
C. P. Ford & Co. 
William Goldstein Shoes, Inc. eles Shoe “Co. 
Golo Slipper Co. The R. Stern Co. 

Grenada Shoe Co. St. Lomo Shoe Co. 

Hagerstown Shoe & Legging Co. Thompson Bros. Shoe Co. 
Hamilton Brown Shoe Co. Universal Shoe Mfg. Co. 

ALSO: ARNOLD BROS. & CO. (Lasts); FRENCH BEADING & 

NOVELTY CO. (Buckles) and MAISON MANN (Buckles) 


Communicate with OFFICE of the REPUBLIC 
for Information Regarding Available Shoe Display Rooms 


Ornaments 


O satisfy your customers and secure good profits, 
concentrate your buying from Manolis Manufac- 
turing Company. 


Spats 
Style 116, All Wool Felt, All Colors, Four Buttons $9.00 doz. prs. 


Style 112, American Cloth, Four Shank Buttons, 
All Colors, Leather Top Facing....... 12.00 doz. prs. 


Style 113, f= Wool Felt, Leather Piping, 


Style 114, Box Cloth, Leather Seams, Leather 
Piping, 21.00 doz. prs. 


Style 117, American Cloth, Leather Piping, Cour 
Buttons, All Colors 15.00 doz. prs. 


All spats can be made with snaps, with the exception of Style 
116, additional charge 50c. per dozen pairs. 

Rhinestone Shoe Ornaments.............. $2.50 to $13.00 doz. prs. 
Cut Steel Buckles 1.00to 17.00 a pair 


12.00 doz. prs. 


Manolis Manufacturing Company 
4248 No. Crawford Ave., Chicago, Ill. 
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WHERE TO BUY 
Children’s Slippers 


1156 No. Main St, 
Brockton, Mass. 


MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 


Insoles and sock linings so made usu- 
ally are of excellent quality. They can 


CHILDRENS 
OOTWEAR 


Ls H.BASS & Main St, WILTON, MAINE } 


WHERE TO BUY 


Shoe Fitting Devices 


THOUSANDS 


Shee Dealers Fit their custom- 
, Accurately and Simply 


BRANNOCK DEVICE 


Trial—Write Today 
SYRACUSE, N. Y 


Free 
321 8S. Salina Street 


enact con MOVABLE 
«TOE SPRING ARCH CURVE 


Foot Measu-rite Inc. 
Marbridge Bldg., 47 W. 34th St., N. Y. C. 


be distinguished from those cut from 
sole leather steck which has a grain 
that is readily visible. 

Linings and Slipper soles, made in 
lighter weights from splits are often 
left with the natural ooze finish with 
which they come from the splitting 
machine. By rolling they can be given 
a smooth, semi-bright finish, with or 
without pigment for color, when in 
lighter weights they compete with 
sheepskins for lining. Sueh splits 
usually are straight chrome tanned 
and because they are a secondary prod- 
uct their cost is low. 

Side upper leathers, in general, are 
durable, uniform in appearance, and 
economical to cut. They can be tanned 
in heavier upper weights than can 
other leathers. Many combine flexi- 
bility and resistance to water; they are 
available in a price range that normal- 
ly makes their use possible in lower 
priced shoes. 

The important place of side upper 
as a leather is made clearer by the fact 
that about 55 per cent of the 22,000,000 
cattlehides that the United States tans 
annually go into this classification. For 
some types of shoes no other leather is 
so good; where appearance is the 
primary consideration, side upper un- 
doubtedly stands second to calf and 
kid; where all qualities required in an 
all-around leather are considered, side 
upper wins much favor. 


Business Picking Up 
in Birmingham 

BIRMINGHAM, ALA. (UTPS)—Busi- 
ness conditions reached the very rock 
bottom in June and July and are grad- 
ually picking up, according to state- 
ments of the leading shoe dealers in 
town. But not until a number of stores 
and leased departments were discon- 
tinued. 

The latest department to close out is 
the Rand Shoe Company’s department 
at the Smart Shop, which has also dis- 
continued business. R. R. Gibson, man- 
ager of the department has been trans- 
ferred to New Orleans, headquarters 
of the company. 

The Cinderella, operated by the Mar- 
lowe Shoe Company has closed and the 
store building placed on the rental list. 
Kinney’s also merged their Third Ave- 
nue store with the Second Avenue and 
now have only one store here. 

W. E. Shine, vice-president of the 
Guarantee Shoe Company, declared re- 
cently that business was on a i 
upward movement. At the time a check 
was being made on customers entering 
the ladies department of the store who 
bought shoes. From about eight o’clock 
in the morning until until eleven the 
percentage of sales was around 90 
per cent, which indicates that business 
is on the increase. 

O. L. Tidwell, local manager of 
Nisley’s reports a good month during 
July, explaining that he was ahead of 
last year’s business by a few dollars. 

A number of other dealers who have 
been pessimistic during the spring and 
summer repo increases and are 
looking forward to a much better fall. 


Cattlehide Uppe 


[CONTINUED FROM PAGE 29] 


r Leathers 


Cattlehide luggage leathers are vege. 
table tanned as “sides” and are em. 
bossed, colored and finished by the same 
methods that were described in con- 
nection with fancy calf. Beyond their 
use in luggage, leathers of this kind 
are used for notebook covers, men’s 
belts, football and basket ball covers, 
Splits are commonly used for the grips 
of golf club handles, less expensive 
luggage and work gloves. 

A similar leather, vegetable tanned 
from whole hides, split to usable thick- 
nesses, is a standard upholstery for 
furniture, automobiles, buses, railway 
cars and airplanes. 


Modernism in a London Store 
[CONTINUED FROM PAGE 21] 


afford to have a complete job of redeco- 
ration done oftener than once, let us say, 
in five to ten years. For the rest they 
must be content with minor changes 
and improvements here and there. Bear- 
ing this in mind, it is well sometimes to 
tone down the ideas of decorators and 
architects a bit here and there. Often 
there is an inclination to adopt schemes 
of decoration so extreme and savoring 
so much of passing fancy that they 
will be of questionable good taste a year 
or two from now. Occasionally it may 
be wise policy to lean a bit more to the 
conservative in order to be practical. 

The Daniel Neal business was found- 
ed about 80 years ago by Daniel Neal, 
one of the old-time shoemakers, and it 
has branches at Kensington and Edge- 
ware, while the new Portman Square 
store is its latest development. The 
children’s clothing departments were 
added some years ago, and today the 
firm is official outfitter for over 350 
schools. 

The managing director of the com- 
pany, Henderson J. Neal, is recognized 
as one of London’s most capable and 
progressive business men, who has 
taken a very prominent part in all mat- 
ters relating to the interest of the shoe 
trade generally. F. G. Page, Jr., well 
known in the shoe industry of the 
United States as well as in England, is 
the general manager of Portman 
Square and is assisted by Duncan 
Neal, son of Henderson Neal. 


Booth Shoe Boosts Capital 


MILWAUKEE, WIs. (UTPS)—The 
Walter Booth Shoe Co. has changed 
its 10,000 shares of common stock, no 
par value, to 25,000 instead. The first 
preferred 2,500 shares of $100 par 
value, and second preferred 2,000 
shares of $100 par value remained un- 
changed. 

Walter S. Booth, president, and Jim 
Kavanaugh, secretary, signed the ar- 
ticles of amendment. 


Correction 


The address of the new store which 
J. H. Romsey has been operating since 
July 12, was incorrectly stated in the 
August 16, issue of Boor AND SHOE 
RECORDER. We are informed that the 
correct address is 3758 W. 25th Street, 


Cleveland, Ohio. 
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af | Burkley Shoe Co. 
SHOES 
a ae Children’s Fine Footwear 
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The perfect new 
Price 
$2.00 
Insures accurate measurement of 
the foot. 
a ae To satisfy your most particular customer 
ice “to modernize service at the fitting 
stool—change to “Measu-rite.” 


UZMA CORPORATION 


GOLO SLIPPER COMPANY Factors 


OFFERS 


A NEW LINE OF WOVEN SANDALS 
TO RETAIL AT $3.00 and $4.00 
NO CUSTOMS FORMALITIES 
DELIVERED TO YOU DUTY PAID 
SAME AS BUYING AMERICAN SHOES 


In addition to the Famous Deauville Sandal line, we offer this new 
high grade sandal for volume selling through the Uzma Corporation 
so that your every requirement for woven sandals is taken care of 
without customs worries from New York City. 


This new line, priced below the trade-marked Deauville line, repre- 
sents real shoe values for your customers and features items of 
imported origin, with big sales possibilities for you. 


REMEMBER-—You buy on the same basis as you buy American 
made shoes. No charges for custom house entry, cartage transfers 


or other incidental charges. You pay after you have your shoes and | 
have seen them. Al! merchandise shipped F.O.B. railroad station, 
New York. 


GOL 


129 DUANE ST. 


SLIPPER 


COMPANY 
NEW YORK, N. Y. 


| THE | 


COLLINGWOOD 


The Ideal New York Hotel for Buyers 


In the Heart of the Retail and Wholesale District 


RATES 
From $2.00 Single to $12.00 Suites 


* * 
SETH H. MOSELEY, Owner JOHN W. GANNON, Mg. Dir. 


Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


7 12 Duncan St., Haverhill, Mass. 


of 
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$7.50 


RETAILERS 


BLACK KID OXFORD 
11/8 LEATHER HEEL 
GOODYEAR LIFT 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 


$3.50 
RETAILERS 


Long Leather 


Counter Combination Last 
AA to EE 


C. S. GIBBON CO., Inc. 


54 No. 4th St., Phila., Pa. —_a 


NEW YORK’'S NEW 


HOTEL 


ENJOY THE BEST! Modern, scientific 
equipment and management make 
it possible for you to enjoy the best 
in. New York at the Hotel Lincoln. 


1400 Rooms 


$3-5 om 94-7 im 


Telephone Lackawanna 1400 


LINCOLN 


Eighth Avenue, 44th, 45th Streets, Times Square 


‘same 
‘nned 
ior —_ 
ilway 
| 
deco- 
Say, 
they 
inges 
Bear- 
les to 
and 
)ften 
emes | 
they 
year | 
may 
the 
tical. 
Neal, 
1dge- 
uare 
The 
"the 
the 
IN STOCK | 
com- 
and 
has 
well 
1, is 
man 
al 
he 
ged Ge 
no 
irst 
par 
000 
un- 
im 
‘ich 
nce 
GREELEY 
A. W. 
net, ‘ 
68 
930 


WHERE TO BUY 
Dancing Shoes and Taps 


TAP SHOES 
No. 9780 $ 1.975 


Black Kid 


BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phila., Pa. 


eelN STOCKeeve 


TAP DANCING SHOES 
Patent and Vici, 11/2 and 
22/8 Leather Hale 


Norridgewock Shoe Co., Inc. 
NORRIDQGEWOCK, MAINE 


COO OO OO OOO 


WHERE TO BUY 


Women’s Novelties 


White and tent 
NORMA: (Moarlea Toe)—White and patent.... 3.00 
less than 12 pair quantities. 
In Stock. Subject to Prior Sale; Order Now. 
BRAIDED SANDALS CORPORATION 
308 Fourth Ave. (at 23rd Street) New York City 


pairs of such a sold in October. 
1929, mean that about so many will 
be sold in October, 1930. Commitments 
are made for the coming quarter on a 
50 per cent basis. This leaves half 
the stock open for seasonal develop- 
ments. Traveling men soon learn that 
the budget is final. 

Pairs records are quite proms to 
keep a small store on an even keel. 
Departmentized records are also needed 
for they prove whether or not certain 
side-lines are profitable. Hosiery, for 
example, after being charged with 20 
per cent of the store’s entire expenses, 
pays a net profit sufficient to pay the 
entire rent, light and heat bills. 

wonder Hyland features ho- 
siery 

Advertised brands of dependable 
merchandise which are carried in stock 
are life-savers for the small store 
owner, is a lesson learned here. The 
Family Shoe Store features shoes from 
Walk-Over, Bass, Natural Bridge, 
United States rubbers and Keds, Goth- 
am hose, Jung and Scholl arch appli- 
ances, Daniel Green slippers and a 
couple of lines of named children’s 
shoes. 

Handling known lines means much, 
for there is never a question raised as 
to the quality of the goods. During 
the rushes—even one man stores have 
their crowds—the talk may be concen- 
trated on color, style or use, rather 
than worth. It means also that con- 
fidence in the store is strengthened 
through having only such merchandise 
as a friend would conscientiously rec- 
ommend to another friend. 

Big town acquaintances sometimes 
wonder how a fellow in a small town 
keeps busy. They should watch “the 
chief cook and bottle washer” doing his 
daily round. Never an idle moment, 
yet never a grind, working, planning 
and generally happy. The cure when 
the rutty feeling comes on is to lock 
up the store for ten minutes for a chat 
with someone else. 

Hyland has a knack for putting in 
good window trims. A couple of extra 
sets out in the back workshop are 
usually in the process of being staged 
for a forthcoming trim. So doing 
means quick window changes, for when- 
ever a window is pulled the trade com- 
mences to come in. A trim well planned 
in advance can be shot in very quickly. 
Advertising is confined mostly to di- 
rect mail, and that to post card mes- 
sages. Boston and Lawrence dailies 
cover the local field quite thoroughly. 
An addressing machine and a post card 
multigrapher pay for themselves many 
times over. The job of sending out a 
batch of 300 cards is less than an 
hour’s work. Nearly every week sees 
something in the mail for the town 
folks, office girls and the faculty. 

This store has been referred to as a 
“one man shoe store.” It is. Yet, 
foreseeing such emergencies as sick- 
ness, accidents and such a necessity as 
a regular two weeks’ vacation, a second 
line of selling defense has been formed. 
This consists of a mature man who is 
an insurance agent, who helps out on 
Saturday; a high school boy, usually 
a junior, who is available on after- 
noons and Saturdays during the busy 


The Case of the One Man Store 


[CONTINUED FROM PAGE 23] 


the store during the vacation period, 
It was these three who were pinch. 
hitters last December while the boss 
was home sick. 

The value of educating one’s trade 
became apparent as og told of the 
sympathy the trade felt for the store’ 
business hours. Perhaps he explained 
it fully by saying, “The trade takes 
us at our own valuation. If I take a 
broad outlook on conditions, my cus- 
tomers surely will also. To run this 
kind of a business one has to have a 
real fondness for it. Then he will 
never feel blue or lonesome. It all de. 
pends on the outlook. If a man feels 
the Pa »* a grind, or that he is con- 

as 


fine in a prison for six days 
a week, he had better pull up stakes 
and quit. But if he realizes his business 


limitations, thereby making himself 
boss of the job, a certain ambitious 
contentment will be his.” 

Let’s close with this safe counsel of 
Hyland’s: “It is not for the small 
store to fool with distress merchan- 
dise, jobs or odd lots. It is better to 
stick to recognized, standard mer- 
chandise than to fall for the tempta- 
tion of low-priced junk that will keep 
one forever explaining to a fast di- 
minishing trade.” 


THE DAY’S WORK 
A CHRONOLOGICAL TIME TABLE 
OF THE 
FAMILY SHOE STORE 


8.30 
9.00 
keeping details ......... 9.30 
Rearrange windows or inte- 
vior displays 10.00 
Customers and _ general 
Lunch hour until ........ 1.15 p.m. 
Aavertising layout or direct 
mail work, or advance 
work on windows until.. 
Customers until ......... 


Closes every Wednesday at noon, year 
round 
Saturday Hours: 


9.00 p.m. 
akes out and mails size- 
UD 8.00 to 9.00 p.m. 


3.00 
6.00 


WHERE TO BUY 


Shoe Forms 


for Shoes and Hosiery 


ee made of white 
3. transparent or colored 
FAIRYLITE 


‘orm Co.,Ine., Auburn, N. Y. 


Shoe 


season, and a married girl who runs 
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UNITED SHOE MACHINERY CORPORATION 


Wire are the finishing 
- touch to a light and dainty sum- 


mer costume .;.. In the same way 
Repco Heel and Edge Enamel is 
the finishing touch to white shoes 


and is just as essential to the shoes: 


_ as the shoes are to the costume. 
The daintiest. white shoe of finest 
leather or fabric is shabby unless the ; 
heel and edges are sporlessly white. | 
: Well dressed women will not wear 

shabby shoes. For over ten years: 
Repco Heel Edge Enamel has 
been the accepted standard for giv- 
ing shoes the finishing touch. 


Ic isa smooth enamel is easily applied to heels and edges. It contains neither 


“varnish nor shellac, nor is it gummy or streaky. It is made in all popular colors: white, 
forms, both and 


‘ivory, champagne, light gray, etc., and is made in two 


The is more and easier to handle. 


For sale by Shoe Findings Dealers 
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TIME SAVERS FOR THE MERCHANT — 
ATTRACTIVE PRICE TAGS 


69c to $17.50 
25c per dozen 
6 doz.—$0.85 
12 doz.— $1.50 
24 doz.—$2.50 


Check With Order, Please 


Printed Price Tickets 
All Regular and Clearance Sale 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


3-Color 
Attractive 
Hand-Lettered 
Price Ticket 
and black desige, deck 
blue dif. 
ferent prices. 


$1.00 to $16.50 
25c per dozen 
6 doz.—$0.85 
12 doz.—$1.50 
24 doz.—$2.50 


Check With Order, Please 


MODERNISTIC Two Tone Hand 
Lettered PRICE TICKETS 


3-Way 
Ticket 


Your choice of either of two color combinations 
on with white pastaboard with blac 
black figures figures. 

Available in 72 different prices: IN STOCK 

6 doz—$1.50 12 doz—g2.50 1 doz—g0.35 
Check With Order, Please 


Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 
Merchants Service Dept. 


BOOT AND SHOE RECORDER 
1334 Republic Bldg., Chicago 


Bea | ; Price Ticket 12 each of 
“| 9 Actual size, blue and 6 prices 85c 
dif. 12 doz.— $1.50 
oe 1 doz. of one 
price 15c¢ 
A stand-up ticket with scored 
flanges. 
Olive Green Border—Black 
igures 
; | : 
| 
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M4Y we remind you that if you 


will feature your ability to fit 


shoes properly, with emphasis on the 


unusual foot; and back your claims 


as a dispenser of foot comfort with 


outstanding fitters such as Wilbur 


Coon Shoes, your store will stand 


head and shoulders above many who 


are emphasizing price. 


37 Canal St., Rochester, N. Y. 
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THIS MAY BE 
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SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 


Salesmen Wanted 


Openings all territories to sell as 
side line 


IMPORTED 
WOVEN SANDALS 


Big earnings possible, strictly com- 
mission basis. Give present con- 
nections, experience, territories trav- 
eled. Address B-956, care Boot & 
Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SALESMEN 


One of the largest and best 
known European manufacturers 
of novelty hand turned and 
Littleway shoes requires experi- 
enced salesmen well acquainted 
with reliable retail and depart- 
ment store trade. 


Commission only. Give territory 
covered and references. 
Address B-970, care Boot and 


Shoe Recorder, 239 West 39th 
St., New York City. 


Salesmanager Wanted 


By prominent shoe manufac- 
turer located in Middlewest. 
Unusual opportunity for ad- 
vancement and securing finan- 
cial interest for capable and 
trustworthy executive. Prefer 
one also experienced at adver- 
tising. State age, experience 
had, name of firms connected 
with during last five years. 


Address B-967, care Boot and 


Shoe Recorder, 239 West 39th 
St., New York, N. Y. 


SALESMEN WANTED — Territories 3 
Texas, Alabama, Georgia, Florida, North 
and South Carolina, Tennessee, Kentucky, and 
Virginias. High grade Line Juvenile Turn 
Shoes. Commission only. Address B-962. care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SALESMAN wanted to sell on commission 
Cincinnati-made line of ad's Littleway 
Corrective, and 
8, to retail five and six dollars—Chi- 
ms Detroit, Cleveland, Pittsburgh, St. Paul. 
ine B-975, care Boot & Shoe Recorder, 
. State St. Chicago, Ill. 


Responsible Side-Line 


Salesmen Wanted 
to carry four samples—Ballet and Tap 
Dancing Shoes, and Boudoir Slippers 
(leather soles). A first class and excep- 
uently. erences - 


239 
New 


ee WANTED — Selling children’s 

shoes. opportunity on strictly commis 

handle several imported num- 

bers as side line. Address B-961, care Boot & 

239 West 39th’ Street, New 
or 


Co, 4248. No. Craw 


WANTED — Experienced salesmen_to_ sell 
ladies’ high grade turn shoes. Territory 
open for East, Middle West and Coast. Strictly 
commission basis only. State experience and 
last position. Address B-987, care Boot & 
Shoe Recorder, 1201 Chestnut St., Philadel- 
phia, Pa. 


Ave., Chi 


SALESMEN with cars to carry side line of 
In Stock High Grade Imported Men’s 
Shoes. Wonderful values. Strictly commission 
basis. Excellent territories open for intensive 
sales effort. Address B-981, care Boot & Shoe 
i 239 West 39th ‘Street, New York, 


SEVEN *-PER CENT Commissions paid weekly 
to salesmen selling our in stock McKay 
Novelties, retailing at $5.00. Address B-982, 
care Boot Shoe oo 239 West 39th 
Street, New York, N. 


FOR SALE 


FoR SALE—Shoe department in live Cal- 
ifornia city. Volume forty thousand. Can 
be increased. Owner cannot devote time. Ad- 
dress B-942, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


THE. best location in one of the best cities in 
Ohio. Lease old established shoe store. 
Lease and fixtures for sale. Stock will be sold 
through other channels. Address B-980, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SHOE STORE FOR SALE—BALTIMORE, 
MD., in the heart of the theatrical section. 
Established 30 years. Real money maker for 
‘ood reasons for selling. Benj. Benesch, 
431 utaw St., Baltimore, Md. 


LINE WANTED 


HOE SALESMEN—Experienced, covering 

Philadelphia and vicinity; travels car; pre- 
fers Men’s Shoes*Only. Address B-979, care 
Boot & 5 Recorder, 239 West 39th Street, 
New York, N. Y. 


BUILDING with up-to-date front. Old estab- 
lished shoe store in best location in city of 
7000 with a large trade territory—radius 100 
miles. Excellent opportunity. Grover Marquis, 
Bemidji, Minn. 


ANUFACTURER of ladies’ covered heel, 

fast novelties, priced to retail at $3.00, 
has open the States of Illinois, Wisconsin, 
Minnesota, and Iowa. Shoes must be sold in 
case lots to volume operators. Strictly com- 
mission basis only. Replies confidential. Ad- 
dress B-986, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


POSITION WANTED 


EXPERIENCED Orthopedic Salesman, single, 
30 years of age, ten years selling and store 
managing experience. Best references. Address 
B-984, care Boot & Shoe Recorder, 239 West 
39th Street, New 


Classified advertising is payable in 


CLASSIFIED ADVERTISING RATES 


oum classified advertisements i 


@7 Advertisements for this page must be in our New York office on Friday of the week preceding rublication. 
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POSITION WANTED 


WANTED TO PURCHASE 


BUSINESS OPPORTUNITY 


Ciel store shoe executive, sixteen years’ 
well-rounded experience, managing, buyi 

ndising, styling, men’s and women’s 
etter grade footwear. Prefers to locate in the 
South or West Coast, as assistant to chief or 
other capacity. Address B-985, care Boot & 
239 West 39th Street, New 
Yor! 


SAaeeee traveling Virginia, North and 
South Carolina, Georgia, Florida, for one 
of the best — firms in the shoe industry. 
Eat e. Fourteen years in the 
accounts. Address B-983, 
care hoe Recorder, 239 West 39th 


or 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
624 Broadway New York 
Phene Spring 1443 


If you contemplate you 


POSITION WANTED—BUYER and man- 
ager of RETAIL shoe store catering to the 
medium and better class of trade, 15 years’ 
experience thoroughly familiar with modern 
Ts and well posted with the market. 

5 yore of age, married, now living in Mary- 
i Would like to connect with a progressive 
house where hard work and effic:ency will 
count. Can furnish Al reference. Address 
B-978, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


A 1 EXECUTIVE in shoe factory; man of 

“! highest ability; can take full charge cut- 
ting room, style department and leather buy- 

ing on ladies’ high grade turns; can furnish 
best references. Address B-977, care Boot & 
239 West 39th Street, New 
ork, 


MERCHANTS’ NEEDS 


We are open te 
BUY FOR CASH 
retail stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired lenses assumed 
POSTER @ DEUTSCH 


436 Grand New Tox City 
Phone Dry Dock 


Phone - Write Call 
All matters strictly confidential. 
I. SIMON CO. 


Phone Worth 5922 


MERCHANTS’ NEEDS 


“Vanity Bows” 


Successful with the Trade 
Since 1910 


This Fall, with the diversity of shoe 
styles, retailers will have a much 
wider use for bows and buc 

Order direct from the manufacturer 
to realize greater profits. We spe- 
cialize in leather, fabric, and satin 
beaded bows and leather covered 
buckles. 

Order a complete assortment of 
samples now. 


VANITY NOVELTY WORKS 
1261 Atlantic Ave. Brooklyn, N. Y. 


Everything for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window Fixtures, 

Paintings, Settings, Seenes, Velour Papers, 

Paper Borders, Ribbon Borders, Decorative 

Send for Fancy 


Mat 
Booklet. "Price Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 


DISPLAY Fl 


SEGALLE "SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 
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ESTABLISHEO 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


LEXINCTUN AVE BRODKLYN. NY 


AMERICA'S CREATEST 
SHOE CARTON & LABEL 


SHOE 
LABELS 


The DISTINCTI VE’ and. 


PERMANENT MARK 


E.H. KLUGE 
WEAVING CO. 


33-SOW 34ST. NOC: 
Pnone WISCONSIN 8130 


HAVE A © PRO- 
OF YOUR t OWN an 


foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or to buy; no ew 
or soliciting. Address Stephenson ra- 
tory, 21 Back Bay, Boston, Mass. 


MERCHANTS’ NEEDS 


1876 over Firty years 1930 
OF RELIABLE SERVICE TO THE 
TRADE 


THE HOOK 
STYLE SHOE HORNS 
No rough edges to tear stockings or 
counters. Be sure to get rounded edges 
on your shoe horns. Buy Sommer's re- 
liable rounded edge shoe horns from your 
jobber. 
Combination Hooks and Horns, Button 
Hooks, Boot Hooks 
J. L. SOMMER MFG. CO. 
Newark New Jersey 


Largest Manufacturers in the World 


POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
HY-GRADE SLIPPER SUPPLY OO. 
603 Broadway New York City 


TILTS ATANY ANGLE 
$5.00 Per Gross 
$2.75 Half Gros 


M. D. POLLINGER CO. 
216 Holland Bldg. St. Louls, Me. 


Milbradt 
Rolling Step Ladders 


| Enable you to reach your 
highest shelves conveni- 
ently. 
They last a lifetime 
and 


Are made in any style, 
shape or size to fit any 
kind of shelving. 


Write for general 
and let us 
best ladder for your aa 


Milbradt 
Manufacturing Co. 
é Established 1895 
= 2416 No. 10th Street 
ST. LOUIS, MO. 


— 
YOU C 
| FESSION 
= 
SOMMER 
line of We will pay the best price for 
Men's your surplus or entire stocks of shoes, 
ntensive stores. Leases assumed. 
& Shoe 
York, 
weekl k 
Meck. 101 Reade St, New York Gy 
B-982, 
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HOTELS 


Write for Catalog 27 
showing large line. 
Send for Samples 
Window Fabrics 
_and Valances 


Everything in Fix- 
tures 


Jefferson Import Corp. Takes 
Over Entente Line 


New YorkK—The Entente Imports 
Corp. of New York. has liquidated its 
business of importi shoes to the 
United States from European coun- 
tries. The Entente Imports Corp. was 
in business for approximately two 

rs, under the direction of Joseph 

ichaels, formerly buyer of shoes for 
Saks-34th St., New York. 

The factory output and complete 

sample line of Togma Sandals have 


been taken over by the Jefferson Im- 
port Corp., and will be handled in con- 
nection with their own extensive lines. 
No announcement has been made of 
the future plans of Mr. Michaels. 


Samples 
Price Tickets 
Original Designs in Colors and Odd 
Shapes. 21 years nothing but Tickets 
Largest Size 3 by4 New Styies constantly 


STAUFFER “tos 'anceves, 


3 minutes’ from Grand Central. Times 
Square, Fifth Avenue Shops important 


49th to 50th Sts. 
Lexington Ave. 
NEW YORK CITY 


One of the greatest essen- 
tials of success in any busi- 
ness is to know the terms of 
the trade—to be able to speak 
in terms that convey your 
meaning without question. 
Too, you must know shoes as 
merchandise, shoes in rela- 
tion to the customer, their 
cut and purpose, the leathers 
that are used, the systems of - 
marking, and the anatomy of 
the foot. 


All these things are explained 
fully in the eighty-three 
pages of THE SHOE and 
LEATHER LEXICON. This 


and illustrated wherever nec- 
essary to better convey the 
essential idea, so that you 
could quickly acquire the fa- 


A Liberal Education in 

SHOES and LEATHER 

for the price of 
a lunch 


edge of Shoes and Leather 
that you need to make your 
sales increase and your salary 
sweeter. This wonderful lit- 
tle book 


The Shoe and Leather 


Lexicon 


now in its Sixth Revised Edi- 
tion has helped hundreds of 
shoe men to promotion and 
pay. Published in pocket 
form so that you may carry it 
with you for spare time study, 
it will give you a full under- 
standing of the terms and 
processes of shoes from the 
raw leather to the customer’s 
foot. There are hundreds of 
items of information that you 
can put to immediate use. A 
copy is yours on receipt of 
fifty cents currency, money 


im your everyday con- 

with the trade. Don't 

the opportunity to in- 
your earning capacity. RECORDER 
And you won’t have to miss 239 West 39th St. 
any lunches to get the Knowl- New York 
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MERCHANTS’ NEEDS MERCHANTS’ NEEDS 
if ; hae | This Complete Set 
4 per day 
Suites 
a THE HECHT FIXTURE CO. $8 to #12 and Shower 
233 South Wells St. 
CHICAGO Radio in Every Room 
— 
— S. Gregory Taylor 
| 
remarkable book was written \\ 
in easily understood language \\ 
ae \ 
— 
i miliarity with shoes so neces- d order or stamps. Address 


THE 
Us ES Latest Reports of New Stores, 
Failures, Embarrassments and 
AROM FIER Bankruptcy Proceedings 


Business Changes 


10WA—Cedar Shoe Co., 
Inc.; boots and shoes; incorpo: 

Council Bluffs—Kelly Shoe "Co. mead W. Broad- 
boots and shoes; inc. authorized capital 
$25,000. 

MASSACHUSETTS — Boston — Banner Shoe 
Workers, Inc., shoe mfrs., name nged to 
Banner Shoe Company, Inc. 

Prime Shoe Co.; shoe mfrs.; reduction capital 
stock by 500 shares—common stock and issue 
of 1000 shares preferred stock. 

Fall River—Bedford Street Shoe Store = 
Bedford St.) ; boots Se shoes ; business certificate 
filed by Miriam Filet’ 

MISSOURI—St. Shoe Jobbers, 
Inc. (710 N. 9th St.); boots and shoes; incor- 
porated. 

NEW HAMPSHIRE — Epping — Epping Shoe 
Mfg. Co.; shoe mfrs., recently incorporated. 

Shapiro-Wagman Shoe Co.; shoe mfrs.; dis- 
continuing manufacturing shoes at Epping. 

NEW JERSEY—Jersey City—Hollenberg Bros. 
(568 Newark Ave.); boots and shoes; incor- 
porated. 

NEW YORK—New York City—Axelrod, S., 
TE ee and shoes; inc. authorized capital 


Bata Shoe Co., Inc.; boots and shoes; inc. 
authorized capital $100,000. 

Greenwald Shoes, Inc.; boots and shoes; inc. 
authorized capital $20,000. 

Ground Gripper Shoe Co. (11 W. 42nd St.) ; 
shoe mfrs.; executive office being moved to 2014 
N. 4th St., Harrisburg, Pa. 

Lee, Lucey Shoe Store No. 1, Inc.; boots and 
shoes : inc. authorized capital ‘310, 000. 

Levy, Irving & Co., Inc.; boots and shoes; 
ine. authorized capital $30, 000. 

Stern & Tannenbaum Booteries, Inc.; boots, 
etc.; inc. authorized capital $20,000. 

Syracuse—Puritain Shoe Stores, Inc.; boots 
and shoes; inc. authorized capital $10,000. 

OHIO—Cleveland—Manufacturing P & H Co.; 
boots, shoes, etc.; incorpora 

Columbus—Behan Corp. (114-116 Broad St.) ; 
boots, shoes, etc.; incorporated. 

Montpelier—Bohner & Hause; boots and shoes ; 
partnership dissolved; succeeded by Chas. H. 
Bohner. 

OREGON — St. Helen — Williamson, Charl 
(“Williamson Out Door Store’) (Corolitz St.) ; 
recently commenced business. 


Failures, Embarrassments, Etc. 


CALIFORNIA—La Habra—Abrams, William 
(108 Central Ave.) ; boots, shoes, etc.; reported 


assl 

oom Francisco—Tani Daigoro (“Tani Shoe 
Co.”); boots and shoes; reported petition in 
bankruptey. 

FLORIDA — Perry — Stackhouse & Woods; 
boots, shoes, etc.; reported receiver appointed. 
West Palm Beach—Gruner, Jerome; boots, 
shoes, etc.; reported offering to compromise at 


25 per cent. 

I OIS—Chicago—Belmont Booteries, Inc. 
(6720 Stony Island “heads ; boots and shoes; re- 
ported cal meeting of creditors August 19. 

Field, Max (646 Maxwell St.); boots and 
shoes ; ‘reported petition in = 

Kaplan, David L. (3625 W. 26th St.) ; boots, 
shoes, etc.; reported petition in bank ruptey: 
reported receiver appointed. 

Murphy & Saval Co., shoe mfrs.; reported 
petition in bankruptcy. 

Olan Florence (Mrs.) (Mrs. Barney L.) 
(326 E. 58th St.) / a boots, shoes, etc. ; 
reported assign 

MASSACHUSETTS—Millbury—Kane, 

F.; Beste, shoes, etc.; reported petition in 
ruptcy. 

Somerville—Landuzzi, John ; boots, shoes, etc. ; 
reported petition in bankruptcy 

Westfield— Bornstein, Muriel" (Modern Shoe 
Store); boots and shoes; reported petition in 
bankru ruptcy. 

MICHIGAN—Detroit | Shoe Co. (1540 
Broadway); boots and oe reported petition 

YORK—Brooklyn—Fine, Morris (5308 
8th Ave.); boots Eo shoes; reported Si called 
meeting of credito 

Janet Cost Shop, 1 Ine. (736 A Nostrand Ave.) ; 

NEW York—Isaacs, 

—New Allan J., 

Ine.; boots and shoes; reported called meet 
of creditors Aug. 18. oe 
David (2 Avenue ofc: 
; reported called meeting of creditors. 


Somerfield & Asch (1472 Third Ave.) ; 
shoes, etc.; reported offering to foes bee at 
25 per cent, payable 15 per cent cash, 5 per 
cent in 3 months and 5 per cent in 6 months. 

Syracuse—Hamilton Milford, H. (2408 Court 
st): ; boots, shoes, etc.; reported petition in 


NEW JERSEY—Dover—Youngelson, William 
H. (14 Blackwell St.); reported called meeting 
of creditors Aug. 19. 

West New York—Levine, William (592 Ber- 
genline Ave.) ; boots and shoes; reported peti- 
tion in bankruptcy. 

OHIO—Bellefontaine—Walk, Chas. F.; boots, 
shoes, etc.; repo: petition in bankruptcy. 

Mount Vernon—Block, Moses (“Block Boot- 

")s and shoes ; reported petition in 
bankruptcy. 

Piqua—Masner, Clara (Mrs.) (‘““Masner Boot 
Shop”); boots and shoes; reported offering to 
compromise at 30 per cent, payable 10 per cent 
cash, 10 per cent 15 days and 10 per cent 15 
days thereafter. 

PENNSYLVANIA — Boswell — Isaacson, Sam 
(“Isaacson’’) ; boots, shoes, etc.; reported peti- 
tion in bankruptcy. 

Pittsburgh—Shaver, Roger R.; boots and 
shoes; reported petition in bankruptcy. 

Reading—Odessey, Edward (Odessey’s Shoe & 
Dry Goods Store); boots, shoes, etc.; reported 
petition in bankruptcy. ° 

TEXAS—Farmersville—Bivens, E. D. (Bivens 
Shoe Store); boots and shoes; reported petition 
in bankruptcy. 

VERMONT — Windsor — Popular Shoe Store; 
ie and shoes; reported petition in bank- 


WEST VIRGINIA—North Fork—Nelson, S. 
boots, shoes, etc.; reported petition in 
WISCONSIN—Sparta—Rosen, J. (Mrs. Anna) ; 
mg and shoes; reported asking general exten- 
sion. 


New Shoe Dealers 


Los Angeles, Cal.—Olcovich Shoe Co., Holly- 
wood Blvd. and Wilcox Ave. 
C. Penney 18 22nd St. 
Greenville Va.—Markowitz B 
nvi Miss.—Z-B Department Store. 
leford, Me.—Variety S Inc. 
York, N. Y.—Stern Tannebaum Boot- 
eries, Inc. 
New York, N. Y.—Bata Shoe Co. 
ee, Wis. — Ine. 
r. 


Greenville, N. C.—Pitt Shoe Co. 
Greensboro, 


N. C.—Hunt’s, Inc. 


Boot anp SHOB 
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Worcester, Mass.—Crane’s, Inc., 13 Church St. 
Boston, Mass.—Callahan-Faunce Corp., 139 
Federal St. 
Columbus, Ohio—Behan Corp., 114-16 Broad St. 
Sandusky, Ohio—The Hiskalny Corp 
Ohio—The P. & H. 


Savannah, Ga.—Central Shoe Stores, Inc. 

Worcester, Mass.—Harry B. Lisabitsky, 9 
Spring St. 

Madison, Wis.—Better Fit Bootery, 1726 Mon- 


roe St. 
Columbia, S. C.—Berry’s, Inc., 1648 Main St. 


71 


Matlock, Iowa—A. G. Tangema 

New London, | Wis.—J. F. —™ Bank of 
New London BI 

Buffalo, N. Y.—Henri’s Shoes, 455 Main St. 

New Orleans, La.—Walker Shoe Market, 155 
Baronne St. 

Providence, R. I.—Harry’s Shoe Store, 815 
Westminster St. 

Lynn, Mass.—Gray Shoe Mfg. Co., Inc., 282 
Market St. 

Chippewa Falls, Wis.—The Fair Store, 12 w. 
Spring St. 

Cleveland, Ohio—Bresnick, Inc. 

Chattanooga, Tenn.—Baker’s Shoe Store, 731 
Market St. 

New York, N. Y.—Royal Star Shoe Shops, 
60-17 Roosevelt Ave. 

New York, N. Y¥.—Troy Shoe Co., 553 Fifth 


ve. 
Lakeland, Fla.—Famous Department Store, 


ne. 

Bellaire, Ohio—Spero Merchandise Co. 

Nottingham, Pa.—W. G. Miller. 

Rhodes, Iowa—N. M. Everhart. 

New York, N. Y.—Physical Arch-Form, 141 
Broadway. 

Portland, Ore.—N. Direc 

City, Midwest Shoe Co., 
Midwest Bldg. 

New York, N. Y.—Pied Piper Shoe Shops, 
Inc. 
Worcester, Mass.—W. H. Sharp Cooperative 
Shoe Co. (mfr.). a 
Rg lyn, N. Y.—S. A. C. Shoe Fitting Ser- 
vice, Inc 

Sellersville, Pa.—Ziegler & Miller, Inc. 

West New York, N. J.—Dwork’s Shoe Depart- 
ment, 693 Bergenline Ave. 

Paducah, Ky.—Dan Cohen Co., 309 Broadway. 

Wis.—Better-Fit Bootery, 1726 Mon- 
roe 

Hilger, Mont.—J. M. Staffo: 

York, N. Shoe Store, 148 

New York, N. 


Y.—Worthington Shoe Store, 
226 Columbia St. 


Clinton, Ind.—Max $354 S. Main St. 
Milwaukee, Wis.—Fred A. Mayer Shoe Co. 
Franklin, N. C.—Lake Economy Stores, Inc. 
Winter Haven, Fla.—Publix Stores, Inc. 
Trenton, N. J.—James Rauch & Co., 25 East 
Hanover St. 
Salem, S. D.—Rauk & Nielsen. 
on Angelo, Tex.—Kansas City Bargain Store, 
34 N. Chadbourne St. 
yonne, N. J.—The Arco Mfg. Co., 478 
Broadway. 
Falmouth, Ky.—Home Department Store, Ar- 
nold Bldg. 
Panama City, Fla.—Five Dollar Limit Store. 
Mount Kisco, N. Y.—Harry Able, 19 East 
Main St. 
5 New York, N. Y.—Lucy Lee Shoe Store No. 1, 
ne. 
Cincinnati, Ohio—Chas. Miller & Sen, Inc. 
Philadelphia, Pa.—Nason Shoes, Inc. 
Columbia, 8S. C.—Berry’s, Inc., 1643 Main St. 
Glenwood, Minn.—Barney Rosenberg. 
New York, N. Y.—Irving Levy & Co., Inc. 
Elk Creek, Cal.—Ellen Lucas. 
Cornelius, Idaho—A. B. Caples. 
Clear Lake, Wash.—C. A. Van Natter. 
Topeka, Kan.—Forrest Leon Shoe Co. 
Campbell, Neb.—T. W. Day. 
Newcastle, Neb.—S. L. Packwood. 
Columbus, Neb.—A. Svislowsky. 
Portland, Ore.—C. J. Peters, Ardenwald. 
Sherwood, Ore.—Fred Ellis. 
Princeton, Ore.—Robert Dougall. 


Investigates New Rates 


CoLumBus, OHIO (UTPS)—George 
V. Sheridan, executive director of the 
Ohio Council of Retail Merchants, has 
investigated the changes in workmen’s 
compensation insurance rates in Ohio 
which were made July 1 and which 
affect the various retail industries. At 
that time the Ohio Industrial Commis- 
sion announced an increase in the rates 
on dry goods, shoe, jewelry and cloth- 
ng stores the rates were increased from 
12 cents to 14 cents per $100 payroll. 
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Boot and Shoe 


Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor anp 
Reconper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
tndustries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 


BOOTS AND SHOES 
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IX September we are face to face with 
the necessity of developing a new 
philosophy of common sense. Too many 
stores tell the tale of a tragedy of 
“new wines in old bottles.” One we 
know of, consistently successful as a 
family shoe store for more than twenty 
years, lost all sense of proportion and 
set out to serve the style-crazy 10 per 
cent of the population and ignored the 
90 per cent which paid the bills. Just 
one short year was enough to wreck 
one of the most consistent money-mak- 
ers. Thrown out of balance with its 
community because of its hunger for a 
new type of customer, it stepped out of 
the path of wisdom and sanity into a 
realm of nonsense. Style craziness, 
neglect of the business, eighteen-pair- 
speculation with the resultant over- 
stock, produced both disorder of the 
mind and business. 


AAA 


[X this issue we show definite propor- 
tions charted so that any merchant 
can make a master sheet of his entire 
store’s stock and determine for himself 
how it fits into public demand. This 
chart we expect will serve as a cor- 
rectional feature of the hodge-podge of 
the average store’s stock. Any mer- 
chant using it will know definitely what 
to buy and how. Also in this issue we 
start four pages of “Profitable Mer- 


.chandising,” a division of the RECORDER 


covering the best merchandising prac- 
tice so that every merchant who can 
read and think may see a new picture 
of his opportunity. 
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fashioned 


te MIDDLESOLE is the modern method of 
filling shoes. 


Longer wear... an even tread ...and absolute protec- 
tion against moisture, cold or dampness penetrating to — ‘ 
the inner sole . . . all in one simple operation. 


“Don’t be old fashioned, Big Boy”. . . make lasting 
friends of your customers by filling your shoes with 
Invisible Middlesole. 


Beckwith Manufacturing Co. . . Statler Building . . Boston, Mass. J - 
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